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SASH CORD 


7) ‘ n volume. Con 
ected 50 ar 0 | hanks individvelly 
polyethylene bogs 1200 11. and 
2400 11. coils packaged in dispensing disploy 


packaged 


BIG BALL 
TWINE ASSORTMENT 
is one of many King Letton Assortments 


ves you @ wide variety of twine with no 
nventory problem. Balls ore 254 sellers 


a 


CHALK LINE 
Temp quality, display packaged. Mason's Line 
Layeut Line, Furring Out Line, Tile-Setting 
et A staple, year ‘round selier 


by 


a 


BRAIDED MASON'S LINE 


A good al! year round seller Extra strong, 
non-kinking, non-raveiing. Mason s Line Chotk 
Line, Awning Cord, ete 


NYLON MASON'S LINE 


100% NYLON, twisted or braided Excellent 
for Mason's Line, Chalk Line, Piumb Line, 
Pull Cord, Orapery Cord 100 ft. spools in 
display box. Many other ovt-vps 


CLOTHESLINE 


The best grade that's priced to sell in volume 
Cennected hanks individually pockoged in 
polyethylene bogs 


Mee ier Ya. je 


a” 
f sa ie 
~! 
—q 
y 


CLOTHES DRYER CORD 


A cord especially designed for replacement 
use on clothes dryers Three 50 ft connected 
honks make flexible sale unit 


DRAPERY CORD and 
VENETIAN BLIND CORD 


ideal put-up for the home repiacement market 
Handy coils, cellophane wrapped, displey 
packaged, al! standard colors 


| 


SNAP-SACKS 


These SNAP-SACKS are made from heavy 
gauge polyethylene with an elastic Help 
Yourself’ top. Mason's Line, Butcher's Twine, 
Cholk Line, Wrapping Twine, Jute, india 


Be sure to send for 
our complete catalog. 





CORDAGE* 


GRAHAM & CO. 
105 DUANE STREET, NEW YORK 8, N.Y. 


INC. 
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variety 


In nails or nuts, bolts or brads, the 
building craftsman needs variety because each 


size and shape is designed for a specific use. 


When you specify locksets, you need variety, too, and 
you'll find it with the Kwikset "400" line. 
Variety in functions, finishes and designs. 
Variety in distinctively styled trim rosettes... and 


variety in installation aids and display mounts. 


When you stock the complete Kwikset "400" line you meet 
every Builder's need for variety. At the same time, 
you feature locksets with proven 


performance that never varies. 
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Standard Design Bel Air Design 


“America's largest selling residential locksets”’ 


KWIKSET SALES AND SERVICE COMPANY * ANAHEIM, CALIFORNIA 
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the complete line of 


RESIDENTIAL 
ROLLING DOOR 
HARDWARE 


fills any residential function 
in several cost and quality 
ranges 


ALUMINUM 
For |" to 1%" wall pocket doors. No. 646 aluminum 
TRACK single track used with No. 650 on 652 adjustable 


hangers, or No. 660 non-adjustable. Track has anti 
jump feature and the hangers are available with either 
axle-bearing or ball-bearing nylon wheels 


Here's a new aluminum track for by-passing wardrobe 
doors, Washington “plaster-ground’* track elimin 
ates wood trim—the plaster or wallboard is applied 
right down to the bead of the track, making it an 
integra! part of the door frame and cutting installation 
costs. Track is anti-jump and is available for %" to % 
doors (No. 642), and 1" to 1%” doors (No. 643) 


Aluminum track with a “built-in” valance. Can be 
used with or without wood trim. Track is caustic 
etched for beauty and durability and is anti-jump 
Available for %" to %" doors (No. 640), and 1" to 1% 
doors (No. 641) 





This single steel track (No. 600), is for 1° to 1%” wall 
pocket doors and can be used with double (No. 652) 
or single wheel (No. 650) adjustable, or single wheel 
non-adjustable (No, 660) Hangers. It is anti-jump and 


is easy and quick to install 


Steel double track for by passing wardrobe doors %& 
to %* thick. Easy to install, and is anti-;jump when 
used with a track lock which is furnished 


Steel double track for I" to 1%” by-passing wardrobe 
doors. Easy to install, and is anti-jump when used with 
a track lock which is furnished 

Notre: Double wheeled hangers with pivoted 
cross arms may be used with either the aluminum 

or steel wardrobe track. When used with steel 
track they will carry doors up to 60 lIbs., when 
used with aluminum track, doors up to 100 Ib 

All installations shown at left are available 1: 

bulk or complete packaged sets 


WASHINGTON, LINE 


MANUFACTURED BY 
WASHINGTON STEEL PRODUCTS, INC. DEPT. AL-4 
TACOMA 2, WASHINGTON 


For a Complete catalog on Washington Rolling Door Hardware and a page 
illustrating uses of the new Plaster Ground Track, mail the coupon below 


To WASHINGTON STEEL PRODUCTS, INC. 
DEPT. AL-4, 1940 East lith, Tecoma 2, Washington 


Gentiomen Please send me @ Washington Line Track Catelog and page Plaster 


Ground Track 
NAME 
TYPE OF BUSINESS 


ADDRESS 
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Easier TO CUT 


Mr. Bernard York of York Hardware, 
Wallingford, Conn., ran several test-cuts 
on four well-known unidentified brands of 
single-strength window glass. Mr. York 
was not told which brand was which 
until after he had selected the one which 
was easiest to cut. He picked L’‘O’F 
window glass every time. Said Mr. York, 
“This L‘O’F Window Glass cuts true and 
smooth and breaks clean and easy.” 
28 out of 30 dealers taking this same 
test made similar statements. 


Easver TO SELL 


This L:O-F label identifies quality glass 
wherever it is seen. People know this 
label—-it appeared 234 million times in 
1955 advertising alone! And every time 
it appears it adds to the already strong 
preference for L-O-F Glass. This prefer- 
ence means faster, easier sales for you. 


Easier 
TO MERCHANDISE 


For ‘Do-It-Yourself’ customers (and 
there are plenty of them), here’s just 
the folder to pull them into your store. 
This enclosure offers helpful “‘How To” 
hints on replacing broken window glass. 
You'll find it a big help in building your 
window glass sales. Order WG-23 from 
your Libbey‘Owens'Ford Distributor 
(listed under “‘Glass” in your phone 
book), or write Dept. 6526, Libbey” 
Owens‘Ford Glass Co., 608 Madison 
Avenue, Toledo 3, Ohio. 


the easy-to-cut WINDOW GLASS 
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TRG 
LATE AND IMPORTANT Developments of the Industry 


Prospects for 1956 home building become disturbing. 


March starts suggest that everyone should take a fresh look at home building 
’ prospects for the remainder of the year. There was a drop of 17,800 houses 
from March 1955, 15.6% fewer homes. 

Dollar-wise the picture is still rather favorable. Dodge reports on future 
building gives residential awards as $1, 105,000,000, 12% ahead of March 1955. 
They agree, however, that fewer homes were begun and that bigger homes explained 
the dollar improvement. But-viewing March from the dollar viewpoint the gov- 
ernment said home building was off 6% from March 1955. 

The i is that dollar volume for the future, as reported by 
Dodge, might lu industry into a sense of complacency. Also, it is well to 
keep in mind that ae homes do not spread business around quite as much for 
dealers and contractors. Plenty of $12,000 to $15,000 homes are almost basic 
for this industry's welfare. 


Warning on spring floods. 

The Weather Bureau in Washington has reported that signs indicate that some 
areas should anticipate severe floods this spring. One suggestion—it's a good 
idea to have a set of duplicate records stored away in some safe spot. You'll 
need them if you experience high water in negotiations with banks, insurance 


companies. An extra set of records are also a good idea in case of fire. We 
know one cautious dealer who now has e 


Operation Home Improvement in 1957. 

Peo ee eikns have been made to continue OHI through 1957. The new slogan 
will be “Better Your Living in 1957." The budget will be jumped from $150,000 
to $250, Ta next year to handte expanded promotion. 

date in 1957, and this will permit manufacturers 
to coor ee r own a ve Sing more efficiently. The new seal will be 
shown oh September 1, 1956. The support of industries allied to building ma- 
terials will be solicited—industries like plumbing, electrical and the like 
have been suggested. Big problem will be to keep OHI essentially a lumber 
dealer inspired promotion. 


Retailers are supporting OHI in all areas. 

conkers have ordered over 10,000 promotional kits at $5, and over 25,000 
people are now receiving the OHI newsletter. Lumber retailers are active in 258 
communities playing their part in OHI programs. They are suggesting, with suc- 


cess, that Operation Home Improvement be made the principal theme in their local 


home shows. You'll see a rash of this come fall. 
t is also readying for fall—their September 29 is- 


sue—a Special section keyed to "How to Improve Your Home" which looks like one 
of the biggest sections of its kind ever planned. 


Lu-Re-Co buying plan for appliances hits snag. 


Frigidaire, the manufacturer concerned. has been forced to withdraw because 
they feel it m srupt their present distribution organization and draw com- 


plaints under the Robinson-Patman act, which forbids sales to dealers in the 
same town at a differential price. They worried, too, that their appliances 
might wind up on remodeling jobs in direct competition with established dealers. 

Still not dead, the plan is being explored now with other manufacturers. As 
reported exclusively in our March 19 issue, Components, Inc., hopes to buy other 
items—plumbing trees, closet wall systems, heating equipment, for Lu-Re+Co 
dealers at a saving. 


(News continued on next page) 
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March Starts Down 15% from 1955; 
Pressure Grows for Easier Terms 


The expected spring pick-up in 
home building got off to a slow 
start in March, the government re- 
ported. Little encouragement was 
offered for the months ahead. 

The Labor Department said 
last month’s housing starts were 
23% higher than February but the 
rise was “less than usual for this 
time of the year.” Also, the sea- 
sonally adjusted annual rate of 
privately financed home building 
fe!l to the lowest annual rate since 
May, 1954, 

The Labor Department report 
said builders began work on 96,000 
units last month and that this 
compares with 78,000 units begun 
in February and 113,800 units 
started in March of last year. The 
drop of 17,800 houses from March 
1955 meant 15.6% fewer homes 
were begun. 

Private home 
month dipped to a seasonally ad- 
justed annual rate of 1,140,000 
units—the lowest rate since the 
annual rate fell to 1,083,000 units 
in May, 1954. The March rate 
compared with annual rates of 
,200,000 in February and 1,367,- 
000 in March last year. 


building last 


Sharp VA Drop 


At the same time, the Veterans 
Administration announced that 
requests from builders for ap- 
praisals——a tip-off of building 
under the GI program—edged up 
a mere 1% in March from Febru- 
ary’s levels. The March rate was 
a whopping 48% below the like 
month a year ago 

The week before F. W. Dodge 
reported that home building was 
12% above a year ago, but they 
noted that starts were down and 
that larger and more expensive 
dwellings boosted the dollar vol- 


ume, 
NAHB Blames Credit 


Many housing authorities, nota- 
ble the National Association of 
Home Builders, attribute the slow 
building starts this spring to the 
drum-tight condition of the mort- 
gage market. The recent decision 
of the Federal Reserve Board for 
another round of increases in the 
discount rate threatens to tighten 
the market even further in coming 


months. 

HHFA Administrator Albert 
Cole is on record as predicting 
that builders would start 1,300,000 
houses this year—just shy of the 
Labor Department's final figure of 
1,828,000 for last year. 

Rep. Rains (Ala.) has assailed 


Cole’s “optimistic outlook” as “un- 
justified.” He declared, “I, for 
one, do not share the complacency 
of the administration’s spokes- 
man.” 

“In order for Cole’s prediction 
to prove correct,” the sponsor of 
an omnibus housing bill asserted, 
“we will have to see housing rise 
to an annual rate of 1,400,000 or 
1,500,000 units in the later part 
of the year. I know of no one 
other than Mr. Cole who thinks 
this will happen in the face of 
the tight mortgage market and 
other factors.” 


LUMBER, MILLWORK, CARPENTRY— 


They Add Up to 30% of 
The Home Building Dollar 


Carpentry, lumber, and millwork 
take top share of the home build- 
ing dollar in the Chicago area, a 
survey by Chicago Federal Savings 
and Loan association shows. They 
account for 30% of every dollar of 
cost. Lumber was 9%, millwork 6% 
and carpentry 15%. 

The survey, based on recently 
constructed one-story brick homes 
financed by the association, showed 
how 14 trades and the contractor 
share the home building dollar. 

Next to carpentry, lumber, and 
millwork comes masonry work, tak- 
ing 12¢. Concrete work claims 11¢. 
The top three cost items thus add 
up to more than half of each con- 
struction dollar. 

Minimum profit of 10% is shown 
for contractors, but that the profit 
margin varies widely with the price 
bracket, quality, and type of home. 

Here is a table showing average 
construction costs for a $17,500 
one-story, two to three bedroom 
brick home, with basement: 


Shareof Share of 
dollar total cost 


$ 0165 §& 


Concrete work 11 


Kind of work— 
Excavating and grading 262.50 
,925.00 
2,100.00 
5,250.00 

175.00 


262.50 


Masonry 12 
Carpentry, lumber, millwork 40 
Steel 01 
Roofing 016 
Sheet metal 01 
Piumbing and sewer F O*# 
Tile work fone bath) 


175.00 
,400.00 
262.50 
050.00 
875.00 
612.50 
262.50 
Painting, decorating 035 612.50 
Other expenses 03 526.00 
*Contractor's profit 10 1,750.00 


Plastering 

Heating jue ae 
Electrical work, fixtures 035 
Glazing 016 


Totals $1.00 $17,500.00 
*Minimum 


May Seem Out of Line 


When the general contractor 
also is the carpentry or masonry 


contractor, charges for overhead 
and supervision are sometimes 
billed with the carpentry or ma- 
sonry work, making these costs 
seem out of line with the table. 


Dodge Shows March 
Awards Up 12% 


Contract awards for future con- 
struction in the 37 eastern states 
soared to $2,382,000,000 in March, 
according to F. W. Dodge Corp., 
construction news and marketing 
specialists. Several new records 
were set by the March figures: 

The total was the highest for 
any March in history, 12% above 
March of last year. 

It was the second highest total 
for any month in Dodge’s 65 years, 
exceeded only by May, 1951, when 
atomic energy contracts of nearly 
a billion dollars were let. If atomic 
energy contracts are excluded, 
March, 1956 was by far the high- 
est month. 

Residential awards in March 
were the highest for any month in 
history, and the total of $1,105,- 
000,000 was 12% ahead of March, 
1955. 

The first quarter of 1956 set new 
all-time records for total contract 
awards and for each major cate- 
gory — residential, non-residential 
and heavy engineering. 

Heavy engineering awards were 
the highest for any March in his- 
tory; the total of $395,000,000 was 
2% ahead of March, 195A. 


FHA Bows in Dispute 
Over "Inch-Thick" Boards 


PORTLAND — The Federal 
Housing Administration has lifted 
the ban on *4” board which slowed 
down home construction in the 
Portland area in mid-April. As- 
sistant commissioner Charles 
Bowser said: 

“Boards stamped *,” thick will 
be accepted by FHA,” said Bow- 
ser. He indicated that construc- 
tion can proceed on 15 to 20 homes 
that had failed to pass inspec- 
tions. Thin boards were the cause 
for turning down the houses as 
unacceptable to FHA. 

Bowser indicated the *%4” board 
would be accepted pending a na- 
tion-wide decision by American 
Lumber Standards on the new size, 
which is only 1/32 of an inch less 
than the presently approved 
A.L.S. standard of 25/32”. The 
A.L.S. committee is meeting in 
Chicago April 30 to discuss the 
proposed change which many 
western Oregon and Washington 
mills put into effect in March. 
FHA normally follows the stand- 
ards set by A.L.S. 
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WHAT WOULD YOUR OFFICE SAFE DO? 


Hard to believe ... but there’s a 
lumber yard fire every 44% hours. 
One out of every 14 U.S. lumber 


yards has a fire each year 


| Would it protect the accounts receiv- 
able, inventory records and other rec- 


ords you need in business? 


Or would it incinerate them make 


your firm one of the 43 out of 100 


that go out of business when records 


are lost in a fire? 


HERE'S A CLUE: 
A recent survey showed thet only 3 out of 10 


lumber yard safes were actually ‘safe 


Find out about your safe! Get this new Mosler booklet, 
FREE to lumber and building supply dealers! 


how to provide the spec ial protection 


IT’S AN EYE-OPENER! Twenty-four 
pages packed solid 
every Lumber and 


dealer ought to 


safe. Tells why hundred 

actually potential 
to tell if yours is 
records should get 


i IT'S MOSLER IT'S SAFE 
% Mosler Safe “z 
Since 1048 
World’s Largest Builders of Safes and Bank Vaults 


Bur_pInc Propucts MERCHANDISER 


with information 
Building Supply 
about his office Bi: 

la 


cinerators, how ind 
of them, which 
priority” protection 


cash and valuables need, many other 


vital subject This booklet is authentic 


ised on the experience of the world’s 
plu official data 


rgest builder of safes 
core of lumber 


of these sales 
experience with 
yard fires, Get your free copy, now and 


test your safe. Mail coupon, right away! 


The Mosler Safe Compeany, Dept. Al-22 


320 Fifth Avenu, New York 1, N.Y 

n » test m office safe. Please send me a 
et opy of your new 24-page booklet, * What 
very Lumber Dealer Should Know About Office 


Safe I understand there is no obligation 


POSITION 


NAME 
COMPANY 
ADDRESS 


CITY 
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OHI News, actanmreaee sessed 


Late developments: sales 
helps, movies, direct mailers now 
available; dealers step up their 
advertising. 


Below are 
some of the 
things manufac- 
turers and deal- 
ers have been 
doing to push 
Operation Home 
Improvement to 
the consumer. 


Official Film 


Promotion aids. Color film strip 
on OHI accompanied by sound 
narration on a 33% rpm record, 
The 20-minute 85 mm film strip 
explains the objectives of OHI and 
how manufacturers, contractors, 
dealers and lenders are promoting 
OHI. Recommended for com- 
munity-wide organizational meet- 
ings, the film strip sells for $10. 
Obtainable from OHI, 10 Rocke- 
feller Plaza, N. Y. 20, N. Y. 


Marlite Mats 


OHI theme is emphasized in a 
new advertising mat available to 
dealers of Marlite. Under the OHI 
seal and a headline, “It’s Home 
Improvement Year ... Time to 
Modernize with Marlite” appears 
an illustration with paneling of 
marble pattern on the fireplace, 
plain color wall paneling and 
wood-grained cabinets. Available 
from Marsh Wall Products, Inc., 
Dover, Ohio 


Western Cedar Film 


“Let's Remodel” is the title of a 
14-minute, 16mm sound and color 
picture just made available from 
the Western Red Cedar Lumber 
Association. Professional cast in- 
cludes family of six in a five-room 
house and a friendly lumber deal- 
er, who guides them in their re- 
modeling program. Movie avail 
able free by writing Western Red 
Cedar Lumber Association, 4403 
White - Henry Stuart Building, 
Seattle 1, Wash 


Certain-teed Display 


Certain - teed 
Products Corp., 
Ardmore, 
Penna., has is- 
sued a four-col- 
or counter card 
tying its major 
product lines 
with OHI. The 
llx14 display 
piece is die-cut 
in the shape of 
a house, 


10 





COMPLETE HOME IMPROVEMENT SERVICE and OHI seal is featured in a big 
sign outside Brookhart’s new building material center in Colorado Springs, Colo. 


Donnelley Mailers 


Four colorful direct mail pieces 
for dealers to mail to their home- 
owner customers, all tied to OHI, 
are announced by the Reuben H. 
Donnelley Corp., Mount Vernon, 
N. Y., which will do the address- 
ing and mailing from a list of 
homeowners supplied by the deal- 
er or by Donnelley. Mailing pieces 
will carry the dealer’s name and 
address and identify yard as OHI 
headquarters. 

Mailer No. 1 is a check list 
which enables homeowner to de- 
termine condition of his home in 
terms of a rating. Mailer will in- 
clude return post card to dealer 
for more information. Other three 
mailers describe summer, fall and 
winter repairs for the home. 

Cost of mailer kit is about $115 
for quantities of 500 for each of 
the four mailers. For details write 
Reuben H. Donnelley Corp., Mount 
Vernon, N. Y. 


"White Plains Shoots 
for $5 Million" 


Remodeling two old houses is 
part of the ambitious OHI com- 
mittee program underway in 
White Plains, N. Y., where a 
lumber dealer is directing the 
program. 


Be sure and read, “White 
Plains Shoots for $5,000,000” in 
the next issue. You'll find some 
ideas you can use in your com- 
munity. 


April 30, 


Dealer Promotions 


Eastern front. Thirteen lumber 
dealers in the Long Island area 
took ads to push home improve- 
ment in a special 200 page section 
in Newsday, Long Island City daily. 


Dealers included Sunrise Lumber 
Corp., Bayshore; Steinbrook Lum- 
ber Corp., Lynbrook; Macrose Lum- 
ber & Trim Co., Inc., New Hyde 
Park; Elar Lumber Co., Freeport; 
Bethpage Lumber & Supply Corp., 
Bethpage. 

Also D & D Lumber Corp., Mer- 
rick; Latham Brothers Lumber Co., 
Mineola; Argo-Schildknecht, Hicks- 
ville; Dean Lumber & Trim Co., 
Syosset ; Newbridge Lumber & Sup- 
ply Corp., Hicksville; Meadowbrook 
Lumber & Equipment Corp., Bell- 
more; Zaret Lumber Co., Baldwin 
and Freeport Lumber Co., Inc., 
Freeport. 


Illinois dealer. Robert 8. Tomb, 
manager, West Side Coal & Lum- 
ber Co., Bloomington, had a kick- 
off dinner, inviting small contrac- 
tors, sub-contractors, plumbers 
and electricians. Everybody 
seemed to like West Side’s pro- 
posal to offer consumers a com- 
plete home improvement package: 
plans, ideas, materials and labor 
at budget terms. A big ad in the 
local newspaper announced West 
Side as “Your Official Home Im- 
provement Headquarters.” 

“We feel we are going to pick 
up a lot of extra business that we 
haven't had in the past,” says Bob 
Tomb. 
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The gateways of the World are 
Swinging on Hager, too! 


Big Profite in 
HAGER 


hardware 


Everything Hinges on Hager!* Garages or Barns or 
country gates—whatever needs swinging—the swing is to Hager! 


Hager Suburban Screw Hook and Strap, Bolt Hook and Strap, 
Hager Strap and T-hinges, Hager Gravity-Type Gate Latch 


and Hinge Hasps are skillfully made in many different 
designs and finishes to meet every conceivable rural and suburban need 


Stock the Hager Suburban line. It’s ruggedly 
made of wrought steel to give long wear weatherproofed 
finished to take all kinds of weather 


Ask your jobber to show you the complete “Suburban” Line 


No. 1973 Hager Suburben 
Screw Hook and Strap Hinge 


No. 194 Hager Suburben 
Gate Latch. 





The doorways and gateways of 
the world swing on Hager Hinges 
*® 


C. HAGER & SONS HINGE MANUFACTURING COMPANY + ST. LOUIS 4, MIGSOUR!I 
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Stanley Handyman's on Top 


It’s the ‘'Do-it-yourself’’ Line 
Planned, Priced and Promoted 
For a Big, Profitable Market ¢ 





Starting its 3rd year, Stanley Handyman is really roll- 
ing into high gear. “Do-it-yourself” is out of the fad 
stage .. . it’s an established part of our economy, and 
Stanley Handyman is the only tool line, planned, 
priced and promoted to satisfy the millions who want 
tools to do it themselves. 


PLANNED 


Stanley Handyman planning is evident. Stanley 
started it. 623 hardware dealers and 89 hardware 
wholesalers helped. The NRHA approved the idea. 
The eye-pleasing red and gray of matched tools for 
the collecting handyman was carefully thought out. 
New tools have been added to keep the line exciting 
and up to date. The merchandisers have been 
improved. And it all shows in results! 





riser 7 MATCHED A 
ANDY MAN, 


MR gee 
“test 


Dealers like these 
are delighted, 
and with good reasons. 
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Top: O'Neill and Logan in San 
Rafael, Cal. retooled Worth 
Too! Bar with conversion kit 


Below: Stebbins Hardware in Chi 
cago sold out two sizes of screw 
drivers while setting up display. 
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25,672 Dealers in 2 Years 


PRICED 


Stanley Handyman is a complete line of popular 
priced tools. Every tool is a “worth-what-it-costs” 
value aimed at price conscious, quality minded cus- 
tomers. Every tool does the job it was made for. 
Every tool is a good tool — to sell, to buy, to own, 
to use. 


Stanley Handyman is a selected line of tools that sim- 
plifies stock control, speeds up turnover, builds prof- 
its. It is a short line, but complete — a complete tool 
department for the market it serves. 


Order the complete department. Buy the T | unit of 
175 items with either Wall or Island display fixture. 
Your initial investment is $226.50 for Island unit 
complete, or $218.95 for Wall unit complete. The 
tools alone retail at $268.50. 


NOTE — Some dealers have graduated to the 
Wall or Island Units after a convincing test 
using the No. 896 Tool Board as a display. 
896 shows 33 Stanley Handyman tools to 
good advantage and your cost for board, tools 
and hooks is only $41.80. Tools sell for 
$57.36. 


THE TOOL BOX OF THE WORLD 


STANLEY 


Bur_pInc Propucts MERCHANDISER 


PROMOTED 





Staniey Handyman, the Red and Gray Line, is the 
only nationally advertised line of popular priced tools. 


» aoe & 
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alg eee to 


ot ars 
a, ve a el 


om Better loins 


othe Gardens 
_ e 


30,600,000 readers see Stanley Handyman in the 
pages of THE SATURDAY EVENING POST and 
BETTER HOMES & GARDENS every time these 
2 great and influential magazines carry a Stanley 
Handyman ad. And we tell you so you can tie in 
locally. For example — a 2-color Stanley Handyman 
ad will appear in the May 26th issue of SEP and the 
June issue of BH&G pushing Stanley Handyman 
tools for Father’s Day at your store 


See your wholesaler. He has the Stanley Handyman 
story. Get on the bandwagon. Ask any dealer who is, 
He'll tell you. He knows. For more details, dealer 
helps, mats, scripts, etc., write Stanley Tools, 
124 Elm St., New Britain, Conn. 


Circle No. 6 on Coupon, page 66. 





WASHINGTON 


What Women Wrote Mr. Cole . . . Chance for Tax 
Cuts Dim... Personal Savings Hit New Highs 


Housing Administrator Cole 
seems to have hit the informational 
jack pot when he asked American 
housewives to write him about the 
features they want in their new 
houses. According to reports these 
letters began arriving at once, at 
the rate of some 200 a day. The 
“Women’s Congress on Housing,” 
met in Washington April 23-25. 


x* * 


Mr. Cole's correspondents seem to 
be interested primarily in kitchens, 
locating the television set and fam- 
ily living areas. Many of them like 
modern architecture pretty well; 
but they want any house, traditional 
or modern, to be adapted to family 
living. For example, those kitchens. 
They have to be large enough and 
rightly designed to serve the entire 
family; not only in preparing food 
but also as a place to eat and, after 
the meal is over, as a family room 


x*~ et 


Women still want the efficiency 
of modern kitchen equipment and 
the arrangement of working units 
that will make kitchen work easy. 
But most women appear to believe 
that the kitchen should be the moat 
lived in and hence the most impor- 
tant room in the home, It seems 
clear that one result of the Women’s 
Congress on Housing will be the re- 
designing of kitchens to become 
family rooms 


* * ® 


Your correspondent remembers 
years ago that a noted building ma- 
terial dealer in the Mennonite and 
Amish areas of Pennsylvania told 
ua he could make no use of standard 
plan booka, since the kitchens were 
too amall, Whether or not his cus- 
tomers were “Plain People,” they 
knew about and wanted the big 
Mennonite kitchens 


** 


The Federal Reserve's prelimi- 
nary findings in the 1956 survey of 
consumer finances state that con- 
sumers view their present financial 
situation favorably; also that about 
the same proportion as a year ago, 
say they plan to buy houses and 
improve their homes this year 


14 


The surveys, made in co-operation 
with the survey research center of 
the University of Michigan, have 
been quite accurate through the 
years. While the nonfarm consumers 
interviewed early this year who said 
they intended to buy a house in '56 
numbered about the same as in early 
55, it is notable that the number of 
non-veterans appeared to be larger. 
This may be a useful tip to builders 
and dealers for planning their ad- 
vertising and sales efforts. Another 
tip is the fact that the average 
amount of planned expenditures for 
additions and repairs is larger than 


last year. 
ens & 


Well informed people in Washing- 
ton think there isn’t much prospect 
that Congress will reduce individual 
income taxes at this session. Some 
months ago it was predicted there 
would be at least some reduction; 
since business clearly was so good 
that the government's tax income 
would warrant at least a token cut. 
Tax returns have been larger; but 
government’s actual and potential 
expenditures have become larger, 
too. Prospective added expendi- 
tures are in national defense, high- 
ways, school aid and the like. It’s 
possible that some tax reduction 
will be voted at this session; but 
that is becoming less and less 
probable. 

x~*ek 


Not much use in speculating about 
the farm bill; since soon the exact 
facts will be known. Rep. Poage, 
Texas, second ranking Democrat on 
the House agricuitural committee, 
has predicted the President will 
sign the bill. Senator Aiken and 
Secretary Benson expect it to be 
vetoed, Sen. Ellender thinks if it is 
vetoed, Congress will not be able to 
enact another bill at this session. 
Not much chance in any event that 
the soil-bank will yield farmers im- 
portant payments this year; because 
of the lateness of the legislative 
action. 

x~* * 


A recent study by the Federal 
Home Loan bank board indicates 
that Americans have four times as 
much money stashed away in vari- 
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ous forms of savings as they had 
before World War II. Last year 
Americans had $234.8 billion in life 
insurance reserves, US government 
bonds and the several types of sav- 
ings accounts. These divided up as 
follows: US government bonds, 
$50.3 billion; life insurance re- 
serves, $73.7 billion; and savings 
accounts, $110.8 billion. 


x*re 


Savinge and Loan associations, 
rated as a $40 billion industry, has 
recently passed its 125th birthday. 
They had small beginnings and were 
copied after earlier English ea- 
amples. But at the end of the Civil 
War, except for the far western 
states, there were associations in 


every state. 
x * 


These associations probably made 
their greatest contribution to pri- 
vate home ownership by helping de- 
velop a flexible home mortgage loan 
and by working for the replacement 
of the old-time short-term home 
loan mortgage which was supple- 
mented by a second mortgage that 
had to be renewed frequently at a 
heavy discount or service charge 
that brought the interest on the 
second mortgage to as much as 12% 


or more. 
x * 


The long-term monthly amortized 
loan, the combining of tax and in- 
surance in with the monthly pay- 
ment, the “package” mortgage — 
and the “open-end” mortgage have 
done much to bring home ownership 
within reach of practically all 
groups of people. In bringing this 
about the savings and loan industry 
and the Federal Home loan bank 
have had highly important parts. 


x nr 


If you have products or services 
you want to sell to the govern- 
ment, you'll be interested in a pam- 
phlet explaining government buyin 
methods. It’s designed to help small 
business concerns to obtain orders; 
and it’s been issued by the Small 
Business Administration. Copies 
are available at the SBA field of- 
fices. The title of the little brochure 
is “Pointers on Government Con- 
tracting.” 
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WHYAON’T YOU HANDLE 


“pples 


ALUMINUM WINDOWS? 


Easy to Sell--No money tied up in large stocks-- 
Good Profits -- Customer Satisfaction Assured 
Simple Installation--No Costly Servicing!-- 


Home-owners everywhere are specifying and de- 
manding aluminum windows. 

But, to get your full share of this ever-increasing 
business, you want to be sure the windows you 
sell are best for your customers... most profit- 
able for you. That’s why you should consider 
Cupples Aluminum Windows. 


Cupples windows are made by the nation’s lead- 
ing manufacturer of highest quality aluminum 
windows. Carefully engineered for each require- 
ment, Cupples windows considerably exceed the 
minimum standards of the Aluminum Window 
Manufacturers Association. They are easy to sell 
and install, with no service call-backs. And there 
is no need to carry a large stock. Mass produc- 
tion in our modern plant enables us to ship most 
orders immediately. Best of all, Cupples windows 
give you an excellent profit. 


Double Hung Windows 


























Cupples manufactures a full line of double hung 
and picture windows (26 standard sizes) and the 
increasingly popular sliding units (24 standard 
sizes). Also the new single-hung window with 
integral fin trim. Cupples has grown because their 
windows are stronger, easier Operating, tighter 
and permanently trouble free. 

Your customers, too, will be completely satisfied 
with Cupples windows. And no wonder. Cupples 
Aluminum Windows will not warp or rust, re- 
quire no painting, are easy to operate and clean, 
blend with any type of architecture, are weather- 
tight and economically priced. 

So why not find out what a Cupples connection 
can mean to you in increased sales and profits. 
We're easy to do business with, and eager to help 
you in every way possible. Write us today for 
full details. 


Sliding Windows 

















Cupples PRODUCTS CORPORATION 


2653 South Hanley Road 
St. Lovis 17, Mo. 
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LUMBER COMPANY _ 
INCORPORATED 1905 
ABERDEEN, WASHINGTON | 


Manufacturers and Distributors of 


WEST COAST WOODS 


Douglas Fir, Hemlock, Ceder, 
Pine, White Spruce 


AND SHINGLES 


Each office of Twin Harbors 
is geared to provide fast, 
experienced and complete 
information regarding place- 
ment of your order. 


BRANCH OFFICES 


CALIFORNIA 
Eureka 
Menlo Park 
Los Angeles 


OREGON 
Portiand 


New YORK 
New York City 


MASSACHUSETTS 
Medford 


P< at, 
a ~ 
// MAIL THIS >, 
/Bosron TODAY'S 
/ ""Aiinbten, Wasninaton 


i'd Hike preot of your Ppa ig's 
or Nar tt 
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Answers to Wage-Hour Questions 


Know the law and avoid a possible penalty by reading 
this series of articles based on questions that lumber dealers 
are asking about the new federal Wage-Hour Act. 


Part I. 


This series of questions and 
answers was prepared by Ed- 
ward H. Libbey, secretary of the 
National Retail Lumber Dealers 
Association. Many of the ques- 
tions are those asked Mr. Libbey 
in his recent convention talks on 
this subject. The answers have 
been checked and approved by 
NRLDA’s counsel, MacLeish, 
Spray, Price and Underwood, 
Chicago. American Lumberman 
will continue this series in the 
next issue. 


1. Q. What makes my operation 
subject to the general coverage of 
the Fair Labor Standards Act 
(Wage-Hour Law)? 


A. Primarily because the pur 
chase and receipt of materials 
from outside your state constitutes 
“interstate commerce.” The same 
condition exists where goods are 
sold to customers in other states. 


2. Q. I understand there is an 
exemption in the Wage-Hour Law 
for retail establishments. What 
does that say? 

A. This is what we refer to as 
the Section 13 (a)(2) exemption 
and provides that the minimum 
wage and overtime provisions shall 
not apply with respect to: 

“Any employe employed by 
any retail or service establish- 
ment, more than 50 per centum 
of which establishment’s annual 
dollar volume of sales of goods 
or services is made within the 
state in which the establishment 
is located. A ‘retail or service 
establishment’ shall mean an 
establishment 75 per centum of 
whose annual dollar volume of 
sales of goods or services (or 
of both) is not for resale and is 
recognized as retail sales or 
services in the particular in- 
dustry.” 


3. Q. What is meant by “Annual 
Dollar Volume of Sales” mentioned 
twice in that definition? 


A. The rule adopted is that an 
establishment's status for any 
calendar quarter will be deter- 
mined on the basis of its sales for 
the preceding 12 months’ period 
(four calendar quarters). Thus, 
the status of an employer for the 
period January 1 through March 
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31, 1956, will be determined by his 
sales during the four calendar 
quarters of 1955. His status for 
the period April 1 through June 
30, 1956 will be based on his sales 
from April 1, 1955 through March 
31, 1956. 


4. Q. What is meant by the ex- 
pression “recognized as retail sales 
or services in the particular in- 
dustry?” 


A. To simply say that “industry 
recognition” means traditional us- 
age and practice would not be an 
answer to your question without a 
review of custom and usage in our 
industry. 

As a matter of fact, we might 
even say that the question is still 
unanswered to some extent insofar 
as the Wage-Hour Administrator 
is concerned, because he has not 
yet published his views as to what 
sales are recognized as retail in 
our industry. NRLDA has recom- 
mended to the Administrator 
certain approaches as a guide for 
inspection and enforcement pur- 
poses. 

We agree with the Adminis 
trator when he says that in identi 
fying sales recognized as retail in 
the industry, we must start by 
considering the characteristics of 
establishments which are recog- 
nized as retail in the industry. 

The basic approach to this is to 
determine whether the establish- 
ment making the sale has recog- 
nized retail characteristics and 
performs recognized retail func 
tions—in other words, does the 
retail concept apply to the estab- 
lishment? 

Such characteristics are typified 
by facilities and services which 
are employed in the successful ac- 
complishment of the retail distri- 
bution function and these have 
been summarized in our recom- 
mendations to the Administrator 


5. Q. It sounds to me like the 
sales pattern of a dealer is the 
principal factor in determining his 
exemption from the coverage of 
the Wage-Hour Law. Has any kind 
of form been prepared to help the 
dealer analyze his sales? 


A. The answer is “yes” to both 

parts of your query. 
In 1951 the National Association 
(continued on page 20) 
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1. Your own direct mail program — 
PERSONALIZED! Series of mailers show you 
and your store on the cover! Each will go to 
your selected customers, will include a timely 
newsletter of special interest to farmers. We 
pay postage, handle all printing and mailing 


Progress’! | irmet 
farm Journal 
. " b “’ 


2. National and local advertising! 
Appearing in big consurner and farm maga 
zines like Farm Journal, The Progressive 
Farmer, Successful Farming. Plus ads in 
local newspapers, local radio commercials 





























3. Farm Building Plans! Eleven plans show 
your customers how easy it is to build with 
Kaiser Aluminum Roofing. Most feature low 
cost, pole type construction, Each consists of 
a complete set of working plans 


° ° . = 4. raee Display Binds. Display your farm 
Put this Kaiser Aluminum Roofing promotion ying per oie ey ere tte or wall 


Stiff divider cards keep your plans in order 
permit faster customer selection. Also free 


to work for you ! one complete set of plans, retail value $7.50! 


Topay, farmers all over the country are “raising the roof” with 
Kaiser Aluminum Roofing —resulting in hefty profits for dealers. To get more information on how you can 
One big reason, of course, is the fact that Kaiser Aluminum oe Se eae v4 pees 
Farm Roofing is better roofing —light, strong, easy-to-handle, rot hondied MAIL THIS couron 10. 
proof and forever rust-free, never needing paint. That’s why it’s DAY! 
easy to sell! 
And to make it even easier, we're backing up dealers with one conan, an tae 
of the hardest-hitting advertising and promotion programs ever 1924 BROADWAY, OAKLAND 12, CALIFORNIA 
put behind a building product. Take a look —and tie in! 


Please send information on Kaiser Aluminum Roofing end 
Siding, and include details on the advertising program 


Kaiser Aluminum | — 
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FLOORING 


The Appalachian area produces a fine type of Hardwoods—soft 
textured, easily machined, close, uniform grain—that is preferred 
by thousands of Hardwood users. Let this preference build sales for 
you, too. Specify lumber, flooring and specialties of Appalachian 


Hardwoods. Consult the concerns on this page. 





“MoCracken & MoCall, Inc., Lexington, Ky. 


Appalechien Hardwoods 
Band Sew and Planing Mill et Flat Lick, Ky. 


*M. E. Orisp Lor. Ce., Welek, W. Va. 


Wont Pda ale and men chian Hardwoods, 
» Boos J hah chery: ieee ot 
Steer babe dweeds 


conerry Ri River Boom & Lbr, Co., Richwood, W. Va. 


Apociosbian Hardwoods, Flooring, Planing Mill Products. 
od Dimension. 


*Bomis Hardwoed Lbr. Ge., Rebbinsville, WN. 6. 
Hemlock, Hardwoods, Flooring. Dimension. 
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“Hamer Lumber Sales, ines ‘Koneve, Ww. Va. 
Exclusive Sales Agents for 


J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 
Manufacturers enamel Hardwood Lumber 


“Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


at Combs, and West Irvine, Ky. Complete Line 
of Pam Bee. Maple and Sak Pleoring 





The M. B. Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
“Century” Oak and Maple Flooring. 


Wood- Mosale Corp., Louisville % Ky. 


White and Red Oak, Walnut, P . Basswood. Beech. 
Cherry. Mahogany end Lavan mber. wo and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips | and Laminated Block end Special Pattern Fleering. 





*Member Appalachian Hardwoods 
Manufacturers, Inc. 


April 30, 1956, AMERICAN LUMBERMAN 





a major advance in pressure-treated pole production 


by OLIN MATHIESON 


Keyed to the soaring growth of America public 


ex pande d it 


utilities, Olin Mathieson has now 
FROST pressure-treated pole operation to major pro 


portions by the purchase of additional plant facilitie 


The FROST operation of Olin Mathieson is managed 


' 


as a modern, fully-integrated program from va 
forest reserves to pressure-treating facilits Olin 
inflexibly high tandards assure unex 


Mathieson 


celled quality in product and service 


Planning in depth constant-cycle harvesting and 


high operating efficiency enable FROST to offer a 


complete election of | ire-ti ited pole for 
prompt shipmen i destination. FROST effi 


ciency d y to elimina ur planning and 


inventor 


OLIN MATHIESON 
CHEMICAL CORPORATION 


SHREVEPORT 








WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities . . . 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 


below supply your complete needs 


5464 Morket St 
Son Francisco 4, Collf. 


VAN VALER ‘LUMBER C0. 


Central Bidg 


Spokane 4, Wash 





274 TWH SP 19 


CURTIS LUMBER ‘COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE 


FOREST PRODUCTS 
vongnanes AT 6591 rene PD572 


D === 


“WALES LUMBER CO. 
pa 


OLD NATIONAL BANK BLOG 
SPOKANE, WASHINGTON 
Our Jind Year 
; HALLINAN LUMBER C0, 
62 Ho son 51 Portieond |, Ore 
MANUFACTURERS DOUGLAS FIR 
& Alwater 9236 Teletype PD 457 
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distributed throughout the indus 
try a Status Booklet containing an 
analysis of the Wage-Hour Divi 
sion’s Interpretative Bulletin Part 
779 covering “Retail and Service 
Establishments and Related Ex 
emptions.” This Status Booklet, 
like the present Questions and An 
swers, Was prepared in collabora 
tion with our counsel, MacLeish, 
Spray, Price & Underwood of Chi 
cago. Copies of this booklet were 
furnished to all field offices of the 
Wage-Hour Division 

On page eight of this booklet is 
a Retail Establishment Exemption 
(heck-List based on the Adminis 
trator’s interpretation of the Sec 
tion 13 (aj(2 exemption, Of 
in using this check list the 
explanation of the terms and items 
contained in the booklet should be 
consulted 


course, 


Dealers and their attorneys have 
found the booklet quite useful in 
analyzing sales and determining 
the establishment’s qualification 
for exemption under the Act 


6. Q. I consider my business ex- 
empt after analyzing my sales on 
this Check-List. However, I have 
a millwork plant in connection 
with my retail vard. Would this 
affect my status? 


A. Not necessarily. Another sec 
tion known as 18 (a)(4) provides 
that an establishment which can 
qualify under the 13 (a)(2) ex 
emption as a retail establishment 
will not be denied exemption by 
reason of the fact that it makes o1 
processes the goods it sells if the 
following additional requirements 
are present 


the establishment recog 
nized as a retail establishment 
in the particular industry ; 


the goods which the exempt 
establishment makes or pro 
are made at the estab 
lishment which sells them; 
and 


Ce@eSS@Cs 


more than 85° of the annual 
dollar volume of sales of the 
goods which the establish- 
ment makes or processes are 


made within the state 


7. Q. T have a branch yard and 
I send some of the windows and 
doors | make at the yard with the 
millwork operation over to this 
other vard for sale. Will that dis- 
qualify me for this 13 (a)(4) ex 
emption? 


A. The answet 
The exemptior 


- probably “Ve 
would not be lost 


because of the mere fact that some 
of the millwork of the manufactur 
ing yard was distributed through 
other yards of the same ownership 
or otherwise. However, millwork 
sold or transferred to other yards 
for resale by them would not qual 
ify as “retail sales” to the mill 
work yard and if such sales or 
transfers plus other “wholesale” 
sales of the millwork yard ex 
ceeded 25°; of its total sales, the 


exemption would be lost 


x @. My retail operation” is 
larger than my millwork manu- 
facturing operation at that par- 
ticular yard. Is there any way I 
can qualify for the retail exemp- 
tion, at least for the retail yard? 


manufacture doors 
windows and special millwork at 
this location and can not qualify 
under the Section 13 (a)(4) ex 
emption for any reason, the entire 
retail operation will lose its ex 
emption unless the manufacturing 
operation is sufficiently segregated 
so as to constitute a separate es 
tablishment 


A If you 


If the manufacturing and retail 
operations are so separated, em 
ployes in the segregated retail part 
of the business could be exempt as 
“a separate retail establishment 
For a discussion of what consti 
tutes a separate establishment, see 
the discussion on pages 17 and 1% 
of the Status Booklet However, 
office employes whose work di 
rectly relates to both the manu 
facturing and retail operations 
would not be exempt regardless of 
whether their office was physically 
located in the manufacturing o 
the retail part of the busine 


contracting 
retail yard. 
have on 


9. @. I do some 
business out of my 
What effect would that 
my exempt status? 


A. If your contracting depart 
ment is segregated and the work 
is carried on by separate employes 
the contracting work would = not 
defeat exemption for the retail 
part of your busine The statu 
of employes in the contracting de 
partment would be considered 
eparatels 

The type of contracting done 
retail dealers usually is local 
nature such that the employe 
not even subject to the 
erage provisions of the Act, Le 
they are not engaged in interstate 
However, if the em 
ployes in the contracting part of 
the business go from state to state 
in their work or if they unload 
materials just received directly 
from other states or load or handle 

(continued on page 22) 
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Md ; 
for summer 
3 2 
insulation sales 
Get in Step with the a 


— 


ZONOLITE... 


PROFIT 
PARADE! 


at all these publications 
in Zonolite’s 
Summer Insulation 
Promotion! 


21 billion dollar spending spree on home modernization 
in “"'56—the year to fix!” Zonolite leads the way with a 
slam-bang PROFIT PARADE SALES AND ADVERTIS- 
ING PROMOTION reaching millions of new prospects. 
Get in step with this PROFIT PARADE. Identify your 
store as SUMMER INSULATION HEADQUARTERS. 
Mail coupon today for the PROFIT PARADE SALES 
AIDS...COMPLETE KIT IS FREE. 


ZONOLITE COMPANY 
135 South LaSalle Street, Chicago 3, Illinois 


Zonolite Company, Dept. AL 46A 
135 South LaSalle Street 
Chicago 3, Illinois 


Please send me my free new sales aids that tie 


in with your big “PROFIT PARADE” Summer 


Insulation Program 
NAME 
STORE NAME 
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PARDON 
OUR 


. +» » we're Hobbs Wall Redwood 


We're right from the Redwood 
country——right for size, grade 
and price. We have to be. Hobbs 
Wall has stood for the best in 
Redwood for over 90 years. 


And still does. 


Call, write or wire for prompt service. 


HOBBS WALL 
LUMBER C 


405 Montgomery S1., Sen Francisco f 7 
GArtield 1.7752 + Teletype SF-761 - vy) 
yy mest 


Hobbs Wail is Exclusive Diseribucor for 
WiLLITS REDWOOD PRODUCTS CO. 
A CRA Mill 


Civele Neo, 48 on Coupon, page 66, 
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WAGE-HOUR 


(begins on page 16) 





materials intended for shipment 
to other states, they would be 
basically covered by the Act. 


10. Q. The volume of my con- 
tracting business is not large 
enough to be a separate operation. 
Does the fact that I run it all 
through my hooks as part of my 
retail operation make any differ- 
ence? 


A. There are really two facets 
to this answer: first, the effect on 
your sales pattern. Where retail 
yard stocks are used by a.dealer 
in his contracting work, such 
transfers will be considered in the 
same light as if sold to an outside 
contractor. They will be either 
wholesale or retail as the case 
may be under the resale and in 
dustry recognition tests. 


Second, some question has been 
raised as to the status of construc- 
tion employes of an employer who 
operates a retail yard and also 
engages in contracting work. 

It is likely that construction em- 
ployes under these circumstances 
would not be considered as em 
ployed by the exempt retail estab 
lishment and therefore would not 
qualify as exempt employes under 
Section 13 (a) (2), 


Since they are employed in the 
contracting phase of the business, 
they would not be considered re 
tail employes because building 
contractors, according to Bulletin 
779, are not engaged in the type 
of business which has recognized 
retail characteristics 

This does not mean, however, 
that local building construction 
employes are subject to the Act. 
Such employes with some excep 
tions are not within the basic cov 
erage provisions of the law be- 
cause they are neither engaged in 
commerce nor in the production of 
goods for commerce 


11. Q. You seem to be referring 
to employes of my contracting de- 
partment who are engaged in ac- 
tual construction work. But how 
about my office employes who do 
work for both branches of the 
business? 


A. As a practical matter, in an 
operation such as yours (which is 
typical of most dealers who do 
this kind of business), contracting 
office work is normally minor and 
incidental as compared with retail 
office work. Further, little con- 
tracting work is under basic cov 
erage, so we have urged that the 


1p) ul 30 


Administrator take the position 
that office work of a retail dealer 
doing contracting work should be 
considered as a combination of re 
tail exempt work and non-covered 
work, neither of which is under 
the Act. This is in accordance with 
the Division’s ruling which per 
mits two types of exempt work to 
be combined for exemption pur 
poses. 

This is one of the borderline 
situations in which the facts might 
cast the die either way. If the 
construction activity is substan 
tial and for any reason is sub 
ject to the Wage-Hour Law, office 
employes whose work directly re 
lates to the construction part of 
the business (book-work or other 
office work) could be covered. Con 
versely, if your construction work 
is not subject to the Act, retail of 
fice employes should not lose ex 
emption, merely because some of 
their work relates to the construc 
tion activity. Until the courts have 
clarified this situation, it must be 
considered an open question on 
which you will undoubtedly want 
to be guided by your attorney’s 
advice 


(The second article in this series 
will Covel such qi 8tions as the TLE WwW 
interpretation of “wholesale sales’’ ; 
effect of contracting on dealers’ ea 
empt status; how to classify direct 
for re 


sales to churches and stores 


pair or maintenance, ) 


Dealer Pointer 


Storm and Screen Service 
Builds Repeat Business 


Repairing storm sash and screens 
is a regularly needed service offered 
by Bales Lumber Co., Goodland 
Ind. Not only homeowners, but car 
penters and contractors, too busy 
to make such current 
jobs, bring the work in to Bales 
According to the dealer, the special 
service has led to many additional 
sales and brings a steady volume 
of repeat business 


repairs on 
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Light but strong, straight-grained, soft and even-textured, 
light-colored Idaho White Pine is one of the few true white 
pines, Its dimensional stability and splendid workability 
make it a superior wood to recommend for fine paneling Covered 


and woodwork, pattern-making, siding, all residential and with 6 1 
light construction Genuine... d S } ( ) [ ] 


Idaho White Pine comes in 3 select, 5 common, 4 VINVE MATERIAL 
THe — Tiet & #UBEER CO 


bevel siding, and 4 factory grades. You can order it in aneetTA, ote 
straight or mixed cars—together with other woods from 


the Western Pine region—from many Western Pine WIPES CLEAN 
Association member mills! | with sudsy cloth! 


| RESISTS 


IDAHO WHITE PINE staining and scuffing! 


the Western Pines @ roweos me | ee 


support combustion! 





LARCH 


DOUGLAS FIR 
the Associated Woods @ corms srevce | PM inews moustmes mc : 


Matthews, Indiana 
RED CEDAR 


LODGEPOLE PINE Please send me complete information on E-Z FOLD 


folding doors 





| 

| 

| 

| 

get the facts an uniter Dhie | Name 
to help you sell VU WC FINE | | 
Write for the FREE illustrated booklet to | 
| 

| 


WESTERN PINE ASSOCIATION 
1wP” os a Registered Trademar* 
of the Western Pine Association Yeon Building Portland 4 Oregon 


TODAY'S WESTERN PINE TREE FARMING GUARANTEES LUMBER TOMORROW | 


Firm 

Address 

City Zone State 
Circle No. 10 on Coupon, page 66. Circle No, 11 on Coupon, page 66. 
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EDITORIAL 


How to Find Good Employes 





The first of a series on this subject. 


Men and women of better than average ability 
and capacity are scarce but they may still be 
found by a thorough and painstaking recruiting 
and selection 

At recent management workshops sponsored 
by American Lumberman, several hundred dealers 
were asked what sources they used in recruiting 
employes 

Based on this research we have prepared a list 
of 30 sources and have shown in heavy type those 
which have been most productive for workshop 
dealers 

1. Tell your present employes of your needs 
and ask them to suggest people of contact. 

2. Let your best customers know you are look 
ing for qualified men or women. They know the 
type of employes which will please them. 

3. Tell your problem to sales representatives 
of manufacturers and wholesalers who call on 
you. They have a vested interest in helping you 
find competent people. 

4. Your club, church, and social friends will 
be on the lookout for you if you ask them. 


5. Mention your needs to architects, contrac 
tors and building trades’ people whose judg 
ment you trust 

6. Study the “situation wanted” columns in 
newspapers and trade journals. People who go 
to the trouble to prepare and pay for a well 
thought out classified ad covering your needs 
are worth screening. 

7. Place your own classified ads in local 
newspapers. Give full details of job require 
ments, compensation and opportunities with 
your name and telephone number 

8. Insert “blind” advertisements in the classi 
fied columns of trade journals. Having the re 
plies come to a box number enables you to 
screen undesirables without involvement 
(Workshop dealers suggest that you save both 
yourself and your present employes from em 
barrassment by notifying them that the ad is 
being run and saying in the ad itself that “our 
employes know of this ad”.) 

9, Contact public employment agencies; not 
too much success here—but it doesn’t hurt to 
try. 

10. Use private employment agencies. Those 
to whom you pay a fee (rather than the em 
ploye) are preferred. 

11. Don’t overlook potentialities for new work 
on the part of your present employes. Many 
a good salesman has come from yard, shop and 
delivery employes. 

12. Seek men and women from the building 
material departments of mail order houses. Wel! 
trained people are to be found here 

13. Try properly trained and qualified em 
ployes of applicating contractors, 

14. Contact young carpenters and other 
building mechanics who are educationally 
qualified. 

15. Seek contractors who are fed up with 
their frustrations and want to try a new line of 
work, 


16. Contact young men and women leaving 
the farm. There is something about a farm 
bringing up that makes good employes for lum- 
ber dealers. 


17. Dissatisfied and ambitious school teach- 
ers have made unusually satisfactory employes 
for workshop dealers. After all, a good teacher 
is a good salesman and vice versa. 


18. Look for men working presently for 
building material manufacturers and whole- 
salers who see bigger opportunities in retailing. 


19. A source with questionable ethics is your 
competitor’s personnel. A little thought to the 
Golden Rule here is indicated. In the excep- 
tional case where ethics have been given full 
consideration, this may be especially produc 
tive. 

20. Contact the 20 universities who are now 
graduating four-year course men with the de- 
gree, “Bachelor of Light Construction Engineer- 
ing and Marketing.” (Send for list of these 
schools.) 


21. Bright high school, junior college and 
vocational school youngsters, both young men 
and women, who are not going to college, have 
worked out exceptionally well. 


22. Graduates of business and secretarial 
schools should be screened. 


23. Contact qualified men from real estate 
insurance and operative building fields who 
are seeking greener pastures. 


24. Seek out other retailers, especially hard 
ware and paint people, who are finding com 
petition too tough. 


25. Try young graduate architects and engi- 
neers. One method is to offer them free desk 
and telephone while they are getting started. 

26. Use representatives of racial, religious 
and national minorities. This is especially pro- 
ductive in Negro and Spanish-speaking mar- 
kets. 

27. Personnel departments of large local in 
dustries have large files of applicants whom 
they could not immediately employ. Perhaps 
the people you need are in their files. 

28. Your trade association. Where finding 
productive employes is an organized association 
service, this has proved productive 

29. Handicapped persons. Dealers in many 
parts of the country report excellent results 
from these. 

30. Men and women in good health who are 
out of work because of automatic retirement 
are turning in exceptional work for many re 
tailers. 

Use all sources. The bigger the pool you fish 
in, the better your chances of making good 
catches. Readers are urged to report other 
sources that have proved successful 
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WEATHERPROOF 


HOMASOTE 


INSULATING - BUILDING 








iN A WIDE VARIETY 
OF FORMS AND THICKNESSES 





HOMASOTE COMPANY 


TRENTON 3, MEW JenteY 


_) Anornamental ceiling 
at minimum cost 


<t 


Because Homasote is different — truly modern ceiling In the Handbook, the section on ceilings shows the 


designs are now possible. They give the home new pattern above illustrated (plus a dozen others! )— and 


interest and new sales appeal. They are fast and easy tells in detail how to build them 
to build —and at a far lower cost than with any other This is only one of many subjects. 46 years’ ex 
materials. perience in the making of quality materials are behind 


wers to 100 construc 


re 


Homasote is different because it combines so many this book. Here are the right an 


quality features in one material. Homasote Big Sheets tion problems—-of value to every architect, builder, and 


produce almost any type of ceiling design with only dealer, The Index gets your answer 


four or five pieces. These attractive panel effects We are proud of this book, and 


lence in its basi 


the strength, insulating value, and sound -deadening May we send you a copy, without cost 


which sell themselves for their beauty alone have have confi 


qualities always associated with Homasote. And the or obligation’ Kindly address your 
Homasote Handbook gZives the know-how. inquiry to Dey urement [)-17 


HOMAS OTE conan: 


TRENTON 3, NEW JERSEY 
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THIS EYE-CATCHING SIGN against perforated hardboard calls the public’s attention 
to Capitol’s credit plan 


Budget Systems Turn Credit into a Sales Tool 


Here’s how building ma- The revolving charge account is into a sales tool rather than a 

the latest sales too] building mate bookkeeping headache. 
terials dealers all over the _ rials dealers are using to cash in G. Kenneth Milliken, executive 
on the profitable, almost untapped 


, : , vice-president, Southwestern Lum 
nation are cashing in on the — eredit business 


bermen’s Association, reports that 
profitable charge account Several lumber dealers have 50 members of the group are now 
used some form of budget account using a revolving Bild-A-Count 
business without the costly system for years, but it’s only been system in Arkansas, Oklahoma, 
within the past two years that Missouri and Kansas. This same 
headaches of open accounts. charge accounts have developed system is used in Illinois by Bar 


NEWSPAPER ADS emphasized Capitol’s charge account plan for several weeks 


IT'S EASY! IT’S NEW! Just say 7) 2) BC °) BR Buy BUILDING SUPPLIES NOW! 


CHARGE IT | with a 
at CAPITOL! e- LU MBER CHARGE PLATE! B=; 


(Simply beve your Milwaukee Credit Plete “City Genk setehed™ (Simpl Mi Credit Plate “City-Bent sotched” 
by CAPITOL Lumens Apeiathed ty CAPITOL Lumen 


ANOTHER FIRST! TAKE 30 


Exclusive at Capitol! days or more 
at no cost 


fo you... 


Now! You con buy everything you need from tools, building hordwere, 
lumber, floor tile or whatever you need and CHARGE IT AT CAPITOL! 
You do not necessarily heave te be a home owner te CHARGE IT ell 
ow need is identification. YOUR CREDIT IS GOOD AT CAPITOL. Toke 
days or more! 
Remember: Credit of Capito: is POG’ ne vervice cherge se cerrying cherge 
Be interest ne extra cost te you! Al y ow need de is open on eccount use your 
CHARGE PLATE. the seme os the ledies 
hove been doing for yours. Simple as 
ABC! Just let Capito! City Bont notch 
your Milwewkes credit cherge plete 


Simple as ABC 
at Capitol! 


AMERICAN LUMBERMAN 





CHARGE PLATE STAMP is demonstrated by Max Lapping of Capitol’s hardware de 


partment. Inked pad impresses the customer's name, addre and 


on the bill 


ker-Lubin Lumber Co., Springfield, 
and Mueller Lumber Co., Moline 


Customer sets limit. The Bild-A 
Count system was developed by 
W. C. Bell, managing director, 
Western Retail Lumbermen’s Asso 
ciation, especially for the retail 
building materials dealer 

The credit plan is based upon re- 
payment in six months; in some 
cases, where large amounts are in 
volved, it can be extended to 10 
month The customer sets his 
credit limit, based upon his ability 
to repay 

For example, if he can repay at 
the rate of $20 per month, his 
credit limit is six times $20 or 
$120. Monthly payments will be 
$20 plus a service charge. The cus 
tomer, in this case, can always buy 
up to $120 on his account 


, 
| ' 


Service charges studied. Prior to 
introducing the Bild-A-Count plan, 
Bell studied several revolving 
charge account systems to develop 
a schedule of service charges. He 
concluded that 1°% per dollar bal 
ance was most convenient and 
practical for the lumber dealer 
Sears has set a 1149 service 
charge on its revolving charge ac 
counts. A Pacific northwest line 
yard has set it 
50¢ per month on accounts of less 
than $50 and 75¢ on large accounts 

“With this type credit, custom 
ers don’t complain about service 
charges,” Bell explained, “because 
they have become accustomed t: 
it in other retail establishments 


ervice charge at 


“In discussing the plan with cus 
tomers,” Bell adds, “our dealers 
never refer to the service charge 
as interest. Of course, part of i 


charge plate number 


is interest, but the bulk is simply 
a repayment for the cost of serv 
icing the account. On a six-month 
revolving charge account you have 
ix ledger entries and six state 


ment to mall o the service 


charge is a reasonable coat 


As I see it, this plan gives the 
dealer better control over his ac 
count The customer sets his own 
repayment plan and the credit 
headache becomes a sales tool that 
adaptable to the consumer 
making new cus 
the old ones com 


in Ca il 
market Beside 
tomers, it keep 
ng bac — 
Comments b 
they approve of charge accounts 
In some areas retail dealers can 


bankers indicate 


borrow up to 75% of the amount 
of their revolving charge accounts 
} 


as collateral on a 6° loan 


(continued on next page) 
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by Mae POF 


REVOLVING BILD-A-COUNT APPLICATION 


SS ee redit References Firms or Store 
Senas Qeatek 4 CO 

Atma = Futurver 

keuadit AvTe Pithateosy 


| 
How ong Dyes, | tonto 


veinevs Phone 
(A S18 Nome o 


Husband's Position & Firm 


Tawa Canta , 
S4+J Tveking Earnings MBS Sun 


pars. oF Miss Position & Firm How Long 
Maas EW Fe Earning 

PURCHASERS AGREEMENT 

Bunom% 


monthly amour 


MATERIAL 0 
# of s/S oo 


each dollar balance underviand my ( 


jwe balence moy be declared due, ond 


dé Branch 
fils Feottar 

> d Addrev: of Neo 
How long & YEARS | (MoTHtA) MAS AL 


SELECT MONTH 


Geese Sovings 
Y250 
me Dok 


Y PAYMENT DESIRE 


5% $0 5/4 20% 2 


$ 90% $150 $180 $7 


i» Acme 


Yo 


P ble attorr 


Jebel Doe 


12/30/55 


Signature 


Date 


itty 
Yes 


CREDIT APPLICATION is kept brief and pertinent so it can be filled out In a few 
minutes 


BILLING MACHINE helps promote 
Capitol Lumber Company's new charge 


account service 


ing: “One penny for each dollar of 
your balance will be added to your 
monthly bill.” 

Mohawk Lumber & Supply Co., 
Detroit, has been using a revolv- 
ing budget plan successfully for 

(continued on page 30) 


it refers to as a Contract Budget 
Account plan. Based on a six- 
month repayment plan and a 1% 
service charge, it has proved to be 
an excellent sales tool. 

In its promotion, Bakersfield ex- 
plains the service charge by stat- 


Typical dealer plans. Several! 
lumber dealers have evolved their 
own charge account systems, here 
are a few examples 

Bakersfield (Calif.) Sandstone & 
Brick retail lumber and 
building materials yard, uses what 


Mohawk 


FLUSH DOORS 


Co., u 











énother FIRST 
by MOHAWK 


MOPAK protects Mohawk exterior doors 
against damage in shipment, against dust, 
dirt and weather 


READY FOR DISPLAY 





Mohawk FLUSH DOORS 


POR A me ee 
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Gates is the hottest 
line in the industry! 


Gates Systems are WINNING NEW POPULARITY with 
builders and architects everywhere because of their proven 
efficiency, versatility, speed and economy. Gates have been 
GROSS SALES “WINNERS” for HUNDREDS of dealers 
throughout the country...they can do the same for you! 
More and more, today’s building activity depends on Gates 
Forming Systems for better and faster concrete construction 
at lower cost...usually savings up to 30% and more on 
the job! 

GATES FORM TIES, used with all of the Gates Forming 
Systems, are a quality product to increase your sales. For 
residential and commercial foundations, bridge abutments, 
retaining walls and high wall construction, Gates Form Ties 
cut costs, save time, materials and labor...on any type of 
concrete forming 

You'll also benefit from Gates Engineering Service 
Gates maintains an expert engineering staff to assist you 
or your customers with specific forming problems 

Add Gates to your present line of contractor's supplies 
for GREATER PROFITS! They’‘re easy to stock, require very 
little storage space, result in BIG sales increase! For lumber 
dealers, Gates Form Ties are a “natural” for tie-in sales of 
2 x 4's, sheathing, and plywood panels. Theyre also a con 
venient profit-maker for transit and ready-mix operators 


stock:-suggest:seli Gates! 


Gates Dealerships are still available in some areas. 


WRITE FOR FULL DETAILS 


GATES & SONS, INC. 


Circle No. 14 on Coupon, page 66. 
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rademarked PONDEROSA PINE 


T 


Cut from perpetual 
yield virgin 
Ponderosa forests 
high in the 
Arizona mountains 


Precision manufac 
tured in modern 
mills 


a 
Scientifically dried 
2 


End-waxed and 

stamped with the fa 

mous “Indian Sign” 
trademark 


Quick delivery on 
straight and mixed 
cars 


Write for name of 
your nearest 
representative 


SOUTHWEST 


LUMBER MILLS, INC. 


General Offices 
P. O. Box 908 
Phoenix, Arizona 


Mills at 


Flagstaff 
Elevation: 7000 ft 
McNary 
Elevation: 7300 ft 


Circle No. 15 on Coupon, page 66. 





tells motorists 


OUTDOOR SIGN 


BUDGET SYSTEMS 





(begins on page 26) 





years. The credit system 

upon a 12-month repay 
ment plan. Payments can be made 
weekly, bi-weekly or monthly to 
suit the customer. Mohawk levies 
a 1% service charge 


several 
is based 


30 


they can 


use their charge plates at Capitol 


Edward Hines Lumber Co., Chi- 
cago, uses a 30-day open charge 
account system. Payments for pur- 
chases made with a credit card are 
due the 15th of the month 
purchase. The firm has learned 
that credit card customers pay 
bills promptly and take pride in 
maintaining a good credit stand 
ing. 

Banks handle collections. Faced 


Ipril 


after 


ww 


with the problem of extending 
credit for 30 to 90 days, Macrose 
Lumber & Trim Co., New Hyde 
Park, N.Y., turned to a local bank 
for help. 

The bank solved the problem by 
making Macrose a member of its 
charge plate plan, which was used 
by several dozen Long Island mer 
chants in other retail fields. The 
bank handles all credit details, 
records and collections. 

When a customer makes a credit 
purchase, he shows his charge 
plate, signs for the merchandise 
and the bill is sent to the bank. 
Macrose receives its money within 
the month and the bank collects 
from the customer. 

“We have more than 700 cus 
tomers who use their charge plates 
in our yard,” says Milton Paulen 
off, Macrose president, “and this 
represents a lot of business we 
otherwise wouldn’t get. 

“We feel the cost of this service 
is relatively low. The bank charges 
us 5% of the amount of all pur 
chases under $50 and does all the 
worrying about whether a custom 
er is overextending himself.” 

In Milwaukee, Wis., Capitol 
Lumber Co. uses a similar charge 
plate system. A local bank which 
handles charge accounts for 
eral hundred merchants in the 
area added Capitol to its list of 
subscribers to the service. The 
customer has his choice of a 30 o1 
90-day repayment plan and there 
is no service charge 

Capitol inaugurated its charge 
account plan with an all-out pro 
motion campaign last November, 
which included radio and TV spot 
announcements, full-page news 
paper ads and special signs in the 
showroom. Although the system is 
relatively new, officials of the firm 
are pleased with the credit busi 
ness they transacted over the year 
end holidays. 


se 


Credit appeals to buyers. “Too 
many lumber dealers feel their 
customers are someone special,”’ 
says Jerry Callner, Capitol vice 
president, “but in reality his cus 
tomers are the same ones who shop 
in department stores and other re 
tail establishments and buy with 
charge accounts. 

“All we’ve done in our yard is 
to adapt ourselves to the way 
people have become accustomed to 
shopping in other retail stores.” 

At a time when most 
made on an_ installment 
charge account plans give the lum 
ber dealer an opportunity to cash 
in on an accepted merchandising 
technique that appeals to even the 
smallest buyer. And what’s more 
important, the customer is happy 
and keeps coming back because 
it’s easy to pay without straining 
the budget. 


sales are 


basis, 
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in an exclusive American Lumberman series 


Here’s a brand-new, illuminated planning center for stimulating both 
new construction and remodeling this spring. You can build it yourself 
from free plans now available. Compact and modular, it can be used 


anywhere in the store. 


planning center 


“Something we’ve needed for years” is the way 
dealers describe the new home planning center 
designed by the Weyerhaeuser Sales Company at 
the request of American Lumberman, It takes just 
a glance to see the versatility engineered into this 
unit which displays merchandising tools and offers 
a convenient counter for customers. Complete 
plans are available from Weyerhaeuser without 
charge for the dealer wishing to build his own fix 
ture. 


Has customer appeal—This fixture has a fresh, 
smart appearance often lacking in yard-designed 
planning centers. The proportions are pleasing 
with a 48” - 40-watt fluorescent tube illuminating 
both the translucent Styrene plastic canopy and 
the sales tools directly below. Units are con 
structed of top quality clear pine plywood, pine 
lumber and hardboard. Legs and the top of the 
desk are *,” pine plywood. The fixture has 11”x18 
plastic insert pockets to accommodate easily re 
movable illustrations, plans and other display 
materials. 


Suggested uses The term “planning center” 
was selected as a general term and many dealers 
will want to be more specific, keying the fixture for 
new homes, farm buildings or home remodeling. 
Below the canopy it then becomes a simple mat 
ter to insert suitable display materials and litera 
ture. Although designed to utilize materials from 
the Weyerhaeuser merchandising service, the over 
all design is being offered to any interested dealer 
as an industry service. 


Store placement The planning center may be 
placed against a wall, or used free-standing in a 
front window and lighted at night. Window use 
is especially recommended because so few dealers 
actually now use their windows to advantage. It 
should be noted that new house illustrations or 
materials can be changed frequently to increase 
customer appeal. The fixtures can also be arranged 
back-to-back with one side featuring new homes 
and the other remodeling or farm construction 
Some dealers will place the centers at right angles 


BUILDING Propucts MERCHANDISE! 


In a corner, creating an interesting, s:% + stimu 
lating area 


Fixture detail—As designed, the service cente! 
occupies 7! square feet of store area. It is 5 
long, 1'-6" deep and 6’ high. Small literature i 
partitioned by plywood dividers which slide on a 
metal rod. Large literature is binned in the lower 
area of the fixture 


Ordering plans—If you wish free plans, write to 
Weverhaeuser Sales Co., Ist National Bank Bldg 
St. Paul 1, Minn 
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THIs IS THE 
HOUSE THAT 


JACK BUILT 











THIS 1S THE 
ADVERTISING 


that backs the roof 


thatS on the house 
that Jack built 


High-powered advertising and promotion, 
like the current program in 

THE SATURDAY EVENING POST, help sell 
Barrett shingles and enhance the prestige 

of the dealer handling the Barrett line. 

The Barrett trademark has become a sea! 

of quality assurance to millions of Americans. 
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THIS IS THE 
BARRETT KOOF 


that’s on the house 
that Jack built 


Jack, or any other customer of yours, 
will choose a Barrett Roof because 
it’s a name he knows and respects 
above all others in the roofing field 

If he’s a builder, Jack specifies 
Barrett because it’s a roof he can 
depend upon. And he can use ‘Roof 
by Barrett”’ in his literature to help 


sell the house. 


HId 1S THE DEALER 


who ties in with the advertising 
that backs the roof that’ on 
the house that Jack built 


Notice how prosperous he looks! With the Barrett 
reputation behind him, he finds it easier to keep sales 
and profits riding high. Barrett quality nets him 

more satisfied customers and fewer complaints. And he 
gets the most complete package of advertising aids in the 
business—mailers, folders, booklets, displays, window 


M4 adowrtised tg VC) | 


cards, signs, ad mats. They are all free to Barrett Dealer 


Whatever roofing products you may be selling now, compare with 


Barrett’s better program. Then ask your Barrett representative for 


information on the benefits of selling the complete Barrett line. BARRETT ROOFS # 


e asphalt shingles sheathings and building papers ™ 
e roll roofings insulated sheathing and other THE GREATEST NAME IN ROOTING # 


e asphalt and asbestos sidings insulation board products BARRETT DIVIRO 
¢ built-up roofings rock wool insulation Chamtens & Dee | 

e waterproofing pitches wood preservatives 40 Rector 8t., New York 6,N 
e damp-resistant coatings bituminous paints atid cements 

e translucent building panels 


Buripine Propucts MERCHANDISE Cirele No. 31 on Coupon, page 66, 33 





Lumberyard Customers Say: “Painting is 


Home Improvements 


Part 2 


This industry generally has felt 
that they had a rather accurate 
idea of the home improvements 
planned by the customer, Yet, when 
the Chicago interviewed 
nearly 1,400 people, there were sev 
eral surprises which should be cen 
sidered in merchandising generally 

It's agreed, of course, that local 
conditions may change the picture 
in your trading area. However, the 
survey does cover yards and homes 
throughout the Chicago region, re 
flecting a variety of income groups 
and homes 

It’s important to really know the 
improvements and remodeling be 
ing planned or considered by people 
in your region. It guides newspaper 
advertising, display within the store 
and the efforts of outside salesmen 

The Chicago Tribune asked both 
yard customers and homeowners 
what home projects they planned 
this year. Here are the answers 


Minor Jobs 


Tribune 


Inside Painting 

Outside Painting 

Build Shelves 

Build a Fence 

install Kitchen Cabinets 
Install Storm Windows 
Install Awnings 


Sizable Jobs 
Add or Remodel! a Porch 
Remodel a Bathroom 
Finish or Add A.Roor 
Build a Garage 
Remodel a Kitchen 
Install New Siding 
Repair the Roof 
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Under the minor jobs classifica 
tion, there is probably general 
agreement with sales trends in most 
yards. It documents the growing 
volume in paint but suggests that 
more effort should be made to get 
outside paint sales, which are al 
ways sizable tickets 

Lumber for shelves and fencing 
has for sometime been volume, 
stable items. The interest in kitchen 
cabinets, storm windows and awn 
ings is worth noting. A planned 
sales drive on these products prob 
ably would be profitable 

Turning to sizable jobs, we were 
surprised at the popularity of add 
ing or remodeling porches—-it led 
the list. Bathroom remodeling—in 
second place—also showed signifi 
cant strength 

Reflecting the growth in family 
size, many people seemed very in 
terested in finishing off or adding a 
room. This, of course, is a big 
ticket sale for many building ma 
terials 

We were also surprised at the 
showing turned in on roofing and 
siding. Evidently the public thinks 
first about expansion and improving 
the interior of their homes. Few 
seem to appreciate the improved ap 
pearance possible with today’s fine 
re-siding materials 





About the Survey 
This is the econd in a series of articles 
analyzing a recent survey of lumberyard cus 
tomers by the Chicago Tribune, Believed to bx 
the first study of ita kind, the research consisted 
f nearly 1,400 interviews on the spot in 15 
yards and in the home. The previous article dis 
cussed the likes and dislikes of yard customers 
and advertising that sells 


Do-It- 


While many people do their own 
work around the home, the Tribune 
Survey reports that this is decidedly 
not the key reason. This is what 
the public said when they were 
asked to complete the phrase, 
“working with your hands. ss 


is enjoyable, satisfying, a hobby, 
relaxing, easy 

is no good, not interesting, hard 
tiresome, time-consuming 19.8%, 

15 1% 

saves money, is necessary 77% 

is what | always do Be * 

is what | never do 2.5% 


i5.6°%, 


37.8%, 


is creative, constructive 


all others 


The majority of the people seem 
to approve of the do-it-yourself 
movement. Stressing the fact that 
saving money is not the main rea- 
son for this trend is the popularity 
of doing your own work by both 
the moderately wealthy and the 
working class. 

Here are a few examples: To the 
question “assuming you were going 
to undertake each of these projects, 
would you do-it-yourself or have 
somebody do it?” 


87.9%, 
50.4%, 
57.1%, 
56.6%, 


78.1%, 
37.4%, 
41.6%, 
40.3%, 


Inside Painting 
Add-A-Room 
Remodel a Bathroom 
Remodel a Kitchen 


The Tribune comments that there 
is no objection to do-it-yourself in 
any class. They suggest that more 
workers do home projects for saving 
money but that also there is a 
higher percentage of craftsmen 
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ee . . 
Do-it-yourself is fun” ...“'We women want more yard glamour.” 


Yourself 


within their group as a whole 


Probably one of the most interest- 
ing questions covered the home 
projects the public actually would 
consider doing themselves. Answers 
were as follows: 


HOMEOWNERS 


83.8%, 
78.9%, 
774%, 
74.5%, 
60.8°/, 
50.9%, 
50.8%, 
50.0%, 
45.4%, 
42.1%, 
36.7%, 
32.4%, 
28.9%, 
17.2%, 


Inside Painting 
Outside Painting 
Build Shelves 

Build a Fence 

Install Storm Windows 
Remodel a Bathroom 
install Awnings 
Remodel Kitchen 
Finish, Add-A-Room 
Add, Remode! Porch 
Install new Siding 
Repair the Roof 
Build a Garage 

Build a Home 


Bathrooms and kitchens are neck 
and-neck in popularity though there 
are few retailers who give them the 
same promotional effort. Perhaps it 
would be worthwhile to go after 
more bathroom remodeling busi- 


ness 


The figures on do-it-yourself ga 
seem strictly in line 
with conditions throughout the 
country. It will probably grow as 
Lu-Re-Co and other panel systems 
are adapted for garage construc 
tion. The high figure for new homes, 
17.2%, seems high to us, still 
shell homes seem more popular 
each month and a Lu-Re-Co unit 
is fairly easy to finish 


rages, 28.9%, 


BUILD! PRODUCTS MERCHANDISER 


Women Customers 


The Chicago Tribune survey sug 
gests in no uncertain terms that 
women find a lumberyard neither 
convenient nor a glamorous place to 
shop. Few yards, they say, provide 
the attractive displays or skilled 
sales people which she enjoys in 
other retail stores 

She seems to miss especially a 
chance to talk to women sales peo 
ple who talk her language on color, 
design and home decoration. The 
department store and Sears Roe 
buck’s new women home consultants 
were frequently mentioned as the 
sort of service she would like to see 
provided in a lumberyard 

The dealer legitimately may ask 
“do women influence the sales of 
building materials? ... are they 
willing to shop in the lumberyard?” 
The Tribune correspondents asked 
women to complete a series of cat 
toons depicting a variety of situa 
tions 


Cartoon showing husband ask 
ing wife to go to yard for shelving 
27.4%, 
36.37, 
16.3%, 


Women will go, need no help 
Will go, but with help 
Unwilling to go 


Cartoor showing woman talking 
to woman neighbor about going to 
yard for shelving 


Yard personne! will help you 53.0%, 
Have husband tell what to ask for 13.7% 
Have husband do it 12.7% 
Just ask for shelving 4.9%, 
| don't understand these things 6.9%, 
All others 8.8%, 


Sentence completions, without 
cartoons, showed other interesting 
trends. The question “when there's 
fixing around the house to be done, 
my wife provoked these an 
swers from men 


41.7% 
29.0%, 


Helps, makes suggestions, decisions 
Reminds, asks, expects me to do it 
Doesn't do it, doesn't help 13.6% 
Hollers, nags, pesters 10.6% 
Hires someone to do it 5.4%, 
All others 7.9%, 


Men were also queried on whether 
women actually did some of the 
work around the home, They an 
swered 


65.9%, 
4.1% 


None, very little 


Some, or much 


Three 
from the above data 


important ideas emerge 


] Women already are quite will 
ing to shop in the lumberyard, At 
present they buy only a needed 
item. Proper display, salesmanship 
could sell them much more on im 
pulse 


2. Men admit that women largely 
influence improvements to be made 
in the home. She provides roughly 
75% of the drive for fixing up the 
home by nagging or 
hiring some one to do the job 


sugvesting, 


3. Nearly 1/3 of the men ques 
tioned said that actively 
participate in the work itself. It 
verifies the trend of families to 
ward “togetherness,” actually a re 
turn to the pioneer feeling towards 
the home 


women 
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CLOSETS 





HOTTEST ITEM IN THE INDUSTRY 


The sales potential for this new Berry product is 
fantastic! Every builder, re-modeling concern, and 
do-it-yourself bug will be wanting and using these 
fascinating new type closet doors. They're a wonder- 
ful new business getter, a swell volume item and a 
real profit booster. So hop aboard this hot rod. Be a 
Berry Dealer. Be the first in your area to offer the 
most sensational new building product of 1956... 
BERRY FLOAT-AWAY FOLDING CLOSET DOORS. 


COMPARE THESE DELUXE CUSTOMER. 
WINNING FEATURES: 


Creates new, wide-open See-All Closets and 
Storage Walls 
Fast, Easy Installation (Normally less than 
20 minutes) 
Requires no special framing 
All Steel Construction (Can't warp or swell) 
BERRY FLOAT-AWAY FLOOR DISPLAY 

Backed with sound deadening material 


Pul one of these displays in your showroom. Watch customer reaction. See the amazed and delighted 

expression on customers’ faces when they experience the unique floating action of these fascinating rn cs 

new Berry Float-away Doors Glides and Folds on Nylon Bearings 
Has Wonderful Floating Action 


Maintenance free (Can't come off track) 








. POONA ID 
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Available in two attractive factory applied 
finishes: 


Egg Shell White Birch Grain Finish 






















Why You'll Profit 
More When You're 


A Berry Dealer 


1956 marks the fifth consecutive 
year that Berry has led the en- 
tire garage door industry with 
the introduction of either new 
garage doors, new garage door 
engineering features or new all 
This 


forcing pro- 


steel building products. 





driving spirit of 


gress on what was a static 


industry has made Berry garage 
doors the finest, most advanced 
and easiest to install doors in 
the entire industry. It has also 
given Berry dealers a complete 
line of garage doors for every 


Daughton 


THE BEAUTIFUL BERRY 

oath See] mecr.. etc) mee lele) | 
Countless designs for the 
customer desiring a distinc- 
tive door. This door has 
saved builders up to $75 
per home. 


price category and architectural 


need 


Float- 
away Closet Doors to the Berry 


The addition of Berry 
line of products for the home is 
giving Berry Dealers yet another 
high profit, fast selling item to 
help them become the center 
for building materials in their 
Result 


automatically placed in a posi- 


“ 


area Jerry dealers are 


tion where they can easily 


corner the majority of the gar- 
age door business in their com- 
Thi 


an 


munity is bringing Berry 


dealers avalanche of new 


profits, new customers and new 
opportunities to recapture valu- 


able business that has been lost 


STEEL DOOR CORPORATION 


to the specialist. The fast step- 


ping Berry Float-away Door fits 
ease rush me full details 
into this plan like a well worn ieee ; oes 


glove. It gives alert, aggressive 
Berry 


Suburban 


Jerry dealers the opportunity 






MAIL 
et 
TODAY! 


of capturing another profitable NAME 
segment of the building supply 
Be a 


youl 


ADDRESS 


business in their area 
CITY 
watch 


Dealer and 






Berry 
profits grou 







THE POPULAR BERRY 
SUBURBAN GARAGE 
Boasts many exclusive fea- 
tures that assure easy in- 
stallation and long, trouble- 
free life. All parts factory 
assembled and greased. 


STEEL DOOR CORPORATION 


2400 E. LINCOLN RD., 


World's Largest Manufacturer of Metal Garage Doors 


OTHER BERRY PRODUCTS THAT ARE 
SPECIALLY DESIGNED 
LUMBER DEALERS 


FOR SALE BY 





DOOR 






a 
Dad's Thaweli 
"pot-0-Gold | 


Every Berry salesman travels 
with one of these trailers stocked 
with Berry display doors. The 
next time this ‘Pot-O'-Gold’ 
stops at your front door, make 
ee ee ae ee 
Door. Once it's up your garage 
door profits will look like they've 
been tied to a skyrocke?. 







Dept. 14, 2400 E. Lincoln Road, Birmingham, Michigan 
and nome ofr 


Berry Float away Closet Door 


ZONE 





BIRMINGHAM, MICHIGAN 







Tested plan tells you 





Here are the details of 
Stanley’s new Profitool plan, 
which helped one Pennsyl- 
vania dealer boost his hand 


tool sales 177° in three 


months. 


Selling hand tools profitably is no 


longer a matter of guesswork 


As the 
dustry-wide study by The 
Works, New 
know what tools are in greatest de 
mand and how to keep a time-sav 
ing, up-to-date inventory 


result of a scientific, in 
Stanley 


tritain, Conn., dealers 
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STANLEY EXECUTIVES at five-day 
sales conference at which new hand 
tool merchandising service was an 
nounced, Left to right, Charles L 
Lohmeyer, assistant general sale 
manager; C. Kenneth Freedell, gen 
eral sales manager; Hoyt C. Pease, 
general manager of the division and 
vice-president of The Stanley Works 
Rodman W. Chamberlain, vice-presi 
dent in charge of sales, The Stanley 


Works 


The results of this study involv 
ing several years of research were 
announced last month by Stanley 
The immediate benefit to dealers is 
a hand tool merchandising program 
called Profitool 

“Naturally, we are 
selling Stanley Tools,” commented 

Frank Arthur, Stanley's sales 
promotion manager. “But we are 
just as vitally interested in helping 
dealers become good tool merchan 
disers. We realize our efforts to- 
ward this goal will increase all 
industry tool sales, including Stan 
ley’s.” 

(Of the hundreda of tools listed 
in Stanley's basic stock guide, lesa 
than half are Stanley's. Manufac- 
turers of all hand tools are listed in 
the guide.) 


interested in 


{pril 30 


Before 


BAD DISPLAY lost a lot of hand tool 
sales for Croft Lumber & Hardware 
Sayre, Penna before installing the 
Profitool Tool display. Survey showed 
tore was out of 216 of 420 basic tool 


items 





How to Sell More Hand Tools 


Three retail outlets, including 
one lumber dealer, were used to 
field test the Profitool plan before 


it Was announced 
Lumber & 
Penna., says 
increased hi 
within three 


James Croft, Croft 
Hardware Co., Sayre 
the Profitool plan 
hand tool sales 177°‘ 
months 


“The real payoff was in turnover 
and profit,” declares Mr. Croft 
“Our experience over three months 
shows an increase in turnover from 
1.6 to 4.3 times. At this rate on a 
stock investment of $1,721.56, we 
figure to increase our gross profit 
on sales for the year in this depart 
ment from $1,110 to $3,182. On top 
of all this, it is far easier to keep 
track of our tools and serve our 
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oad 


nt 


. 





After 


GOOD DISPLAY using Profi 


tool Tool fixture boosted hand 





tool ales 177° in three 
month for Croft Lumber 
& Hardware Turnover in 


1.6 times to 4.3 


creased from 


times 


» 


customers’ needs.” 


Extensive research by Stanley 
revealed that 25 of the hand 
tools normally stocked by a dealer 


account for 80° of the hand tool 
volume. The new Profitool basic 
store guide lists 581 best-selling 
tools 


Many dealers do not stock from 


one-third to one-half of the tools 
most wanted by customers, the 
study showed. The average deale1 
does not tock 36% of the most 
wanted tools: he doe stock about 
170 slow-moving tools he fails to 
display 27 of the most-wanted 
tools. Since the Profitool list de 
fines the best tool sellers, the dealer 
knows what to order and display 


He can the slow 


eliminate 


moving 





MERCHA 


BASIC STOCK GUIDE list 


than 


note n 


more 
Left column 


coded I 


Stanley research 


right-hand column 1} for profit 


“dogs” from his inventory and dis 
play 

Wall-type display fixtures are 
suggested for merchandising hand 
tools. The Profitool fixtures have 
the same basic dimensions as Ame? 
ican Lumberman’s wall units for 
which blueprints are already avail 
able. The Stanley study showed 
that many dealers have inadequat 


tool displays 


Related items are displayed next 


to each other to stimulate self 
service, impulse and add-on sale 
Removable paper template s are 
used to show exact tool locations 
when the fixture is stocked for the 
first time 


eliminate 


oper lal, 


control 
walk-outs 


Inventory 


lost sales and 


informative price tags near each 
tool have space for noting the 
minimum and maximum display 


inventory. At a glance, the deale 
can check the inventory with the 
display stock 

Best-selling tools are listed in 
the basic stock guide, which show 


and re 
items. Tools are also li 


tools listed by types, lines 
lated 
according to sales in 


1 he 


ted 
No | and NO 
2 position tock guide sheet 
have for 
ordering information Month] 
stock checks and reordering ji 
made since the li 
to the display fixture 


important 


space inventory and re 


t coded 
F lexibilit 
f the pro 
For example, a dealer with 
son trade ¢ 
these 
program 


easy 
iS an part ¢ 
gram 


a heavy an easil 
add more of 


to his 


ma 


specialt too! 


Promotional material— mats, ra 


dio scripts and direct mail igye 
tions for announcing and promot 
ing the new tool merchandising 


program are included in the Profi 









ene 
se PROFITOOL 


BASIC STOCK GUIDE 


DESCRIPTION 











0 best-selling tools a revealed by 
inimum and maximum entory. One 
tool ©) for optional tool 

tool Kit, which also contains it 
merchandising manual, “How to 
Install Profitool in Your Store,” 
which discusses methods of inven 
tory and di play in ll easy step 
two types of price marking and 
how to sell surplus and obsolete 
merchandise two copies of the 
DASIE stock guide price th ket 
book; price change tickets; plans 
and materials bill for the display 
fixtures; wall templates and bin 
ning diagrams; canopy letters and 
order forms, Cost of the kit is $10, 
which is refundable when the 
dealer submits photos showing his 
completed installation, For further 
information write Stanley Profi 
tool, 111 Elm Street, New Britain, 
Conn 

The new pla! is the re sult of sey 

eral years of research, including 
a check list based on wholesale 
record the experience oft success 
ful retailers, examination of chain 
tore practice and an analyai ol 
tanley tool record 





wo 


Questions Answered 


What tools are most profit 
able? 


Which tools sell best? 


How can | best display hand 
tools? 


How can! eliminate dogs?” 


How can | control inventory? 


















WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit 
SELLS BETTER because 


iLL WOT SHR 
id INK it WORKS BETTER 


‘ eT ‘ 
STICKS AND STAYS pijy 
i ' 





Most dealers report 

“Our gales of Dur 

ham’s Rock - Hard 

Water Putty keep 

doubling, year after 

year.” What's more, 

Durham's Rock Hox 964-B 
Hard Water Putty Des Motnes 
vives you by far the i lowe 

Cost profit margin on r 

any product of this 
nature, Use it yourself, and you'll quickly 
see why it sells 60 fast, and repeats so regu- 
larly Many patching mats rials may shrink, 
fall out or chip off. Durham's Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Kasy to use Keeps indefinitely 
economical. Just mix 

needed, « Packed twelve 1-lb. care or 
4-lb, cans to case, Keep some of each on dis- 
jlay. Available in 25, 50, 100-lb, drums for 
industrial users, Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Clrele Ne. 44 on Coupon, page 66. 


iu? witer 


Products of Mout | | 
js, CONSUMERS) 
WATERPROOF 
‘TILE BOARD! 
\ CEMENT, 


The quick, clean, easy way to put 
up tile beard, any thickness 


permanently! 


Never sets brittle wont dry 


out and pull away 


Waterproof, Contains special 
rubber base 


Economical, Covers 150 sq. ff. per 
gollon 


Available in quarts, gallons, 5 
gallons 


| 


| 


\ ——T 
ORDER FROM YOUR WHOLESALER - 


\ OR DIRECT FROM US | 

i | 
CONSUMERS GLUE CO. 
1515 N. HADLEY ST ST. LOUIS 6, MO 


Cirele Ne. 45 on Coupon, page 66. 
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“EYEBROW SHED” afford 
Wally Cook points out the advantage 


protection and gets lumber out of the way quickly 
oft the overhang 


“Eyebrow” Gives Protection 


Two good ideas from 
Builders Supply, 
Inc., Pocatello, Idaho. 


Coleman 


Two ideas which have worked 
fine for Coleman Builders Supply, 
Inc., Pocatello, Idaho, are illustrated 
on this page. Wally Cook of Cole 
man’s explains them this way: 

“We needed a plac e to set off lum 


MAKE-YOUR-OWN SNOWPLOW ji 
easy if you have a fork lift ome 
thick-butt shingles and a piece of ply 
wood 


April 30, 


ber in a hurry when it comes in and 
we are so busy that we can’t store it 
right away. We put an ‘eyebrow’ on 
the back of a shed and it really 
works fine. It is just an overhang, 
which we built on the protected side 
as a temporary shelter and it has 
really proven valuable. Note that we 
buy our lumber in banded bunks of 
normal order size 


“One of our boys in the yard hit 
on the idea that a piece of plywood 
placed in front of a pallet of thick 
butt shingles would make a fine 
Snow plow when powered with our 
fork lift.” 
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‘A -A-MINUTE 


Salesmen's Motivations 


Here are the four things that 
motivate your salesmen: 

1. Security (Make sure you! 
men have liberal salaries, and the 
knowledge that their jobs are se 
cure ) 

2. Recognition Salesmen ap- 
preciate knowing you think they 
have done a good job. Don’t stop at 
mere cash recognition; take them 
aside and compliment them for their 
good work. ) 

3. Sense of belonging When 
you are thinking about taking on a 
new line or changing some policies, 
by all means ask your salesmen’s 
opinions 

4. New adventure Kncourage 
them to try something new in their 
sales techniques. Keep their jobs 
interesting) Robert A. Whitney, 
pres de nt, National Sales Evecu 
tives, New York, N. Y 


Buys Lots 


To more fully control sales of 
building materials for new homes 
we make a practice of acquiring 
lots. Recently, we bought a 130 
acre farm near the outskirts of ou 
town. The farm will be cut into 
lots, which we offer to contractors 
as building sites 

In addition to furnishing contrac 
tors with building sites, we assist in 
arranging financing for their new 
houses. This helps insure that we 
get the sale and it helps retain our 
contractor customers BE. R. Eng- 
lish, manager, English Lumber Co., 
Altavista, Va 


Puppy Naming Contest 


Several years ago we decided to 
have a contest to increase store 
traffic and decided to give 10 pup 
pies away to the kids. Since lotteries 
are banned in Wisconsin, we had to 
develop a contest which required 
some skill 

We decided to award a pup to the 
child thinking up the best name for 
it. For several weeks we yvave awa\ 
10 pups a week to the winners. The 
dogs were bought from the humane 
society so the contest had its ap 
proval 

The pups were displayed in the 
window and each dog had a num 
bered tag attached to its collar 
About 75% of the kids who visited 
our showroom were accompanied by 
their parents and though there was 
pandemonium, store traffic increased 
considerably Jerry Callner, vice 
president, Capitol Lumber Co., Mil 
waukee, Wis 


BurpiIng Propuct 





Phage Sade 


BECAUSE... 


* OWNERS 
® BUILDERS 
e MAGONGS 
© ARCHITECTS 


1T HAS AN 


OF 
SATISFIED 
OWNERS 


Builders and Home Owners Prefer it 3 to 1! 


Write for folder and specifications: 
Heatilator, inc., 665 E. Brighton Ave., Syracuse 5, N. Y. 


HEATILATOR 7% 


Circle No. 29 on € oupon, page 66 





FIR PLYWOOD 


Whatis the Summer Sales Drive? 


The biggest push for immediate sales—this spring and summer 
—in fir plywood history: 


Advertising on y Ads 


NBC-TV HOME 0 age in magazines like POST, BETTER 
_— HOMES & GARDENS, AMERICAN 
starring Arlene Francis, tells >“ j HOME, WOMAN’S DAY, FAMILY 


millions of viewers to “see your CIRCLE .. . plus Sunday News 


‘PLANS and FIR PLYWOOD «= lumber dealer for plans and fir : ne paper Sections: PARADE, THIS 
wen, * plywood.” j WEEK, AMERICAN WEEKLY. 


senile Dealer Tie-in— 


Free plan-and-idea folders for all fir plywood “do-it-together” 
projects featured in ads and on TV. 


CTotal reader-viewer sales impressions will top 300 million) 


Who gets the FREE Promotion Kit? 


We want every lumber dealer to have one! 


Complete kit (with plans, counter stand, banners, ad mats, other sales helps) is being mailed auto- 
matically to lumber dealers who have indicated interest in this type of fir plywood promotion. 


All other lumber dealers on our mailing list will get a packet of plan folders. Our ads and TV spots 
will say “SEE YOUR LUMBER DEALER—EVERY LUMBER DEALER HAS PLANS.” 


If you do not receive your plans by May 17—mail coupon below. Or wire collect. 


If you receive only the plans, and wish a complete kit, just send in your order. If you wish 
additional plans or kits, let us know. 


Be swe you have EXTRA Fin Plywood to moat EXTRA Demand! 
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The impact of the FIR PLYWoop suUM- 


MER SALES PROMOTION means real profit 


potential for you. If you do not receive 


your FREE tie-in material by May 17— 
remember—mail coupon or wire collect. 


Be Sure You Display Plans 
And Other Materials 
By Monday, May 21! 


Burping Propucts MercHANpbIses 





DOUGLAS FIR PLYWOOD ASSOCIATION 
Tacoma 2, Washington (Good USA Only) 


I have not yet (May 17) received my Free tie-in kit for the Fir Plywood 
Summer Sales Promotion. Please rush: 

[_] COMPLETE KIT [_] ADDITIONAL PLANS 

Name 

Firm 

Address 

City State 
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CONTRACTOR-DEALER CONFERENCE 
shelf for product files, left 


takes place in truck. Note desk and handy 


Special Service to Contractors 





Sales Office ON WHEELS 


Specially equipped mobile salesroom 
saves time and money for contractor cus- 


tomers by solving supply problems. 


A special panel truck, actually an office-on-wheels, 
is used by the Schmoyer Lumber Co., Boyertown, 
Penna., to quickly solve all the last-minute supply 
problems that contractors run into as they wind up 


house jobs 


TRUCK INTERIOR shows how literature is neatly class! 
fied in hardware racks, left. Schmoyer’s job sign and prod 
uet sample shelve right 
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Contractors appreciate the convenient service and 
often buy more than they might otherwise. They 
realize the service saves them considerable time and 
money 


“The traveling office has saved us time and money, 
too, in the one year it has been operating,” com 
ments Luther H. Schmoyer, owner. “We find out 
about the dozen or so items that contractors need 
to complete a house in plenty of time to avoid last 
minute delays and confusion. 


The panel truck, outfitted like an office, is equipped 
with a built-in desk and storage files for product 
catalogs, literature and samples. 


Job conference. Operating the mobile salesroom is 
a full-time job for Roy Geiger. Roy drives the truck 
right up to the job. He sits at the built-in desk and 
the contractor customer sits in the reversed pas 
senger-side seat. Together they decide on the items 
needed to wind up the house or remodeling job; such 
as, colors for roofing and siding, paints, hardware, 
lighting fixtures, kitchen cabinets, interior trim and 
other items. 


“More often than not,” says Luther, “there are 
a dozen or so such items that are not specified when 
a house sale is written up. Often, the contractor just 
hasn’t decided what he will need. By sending a truck 
out on the job as it nears completion, all these de- 
tails can be attended to at once. The mobile sales 
room enables us to supply the right materials when 
the contractor suddenly decides he needs them.” 


Roy regularly makes the rounds of all the house 
jobs under construction. In addition, he makes it 
a policy to be in the office from 8-9 a.m. each day 
in the event contractors want to see him there. Al- 
though as a rule the truck is not used for deliveries, 
Roy will drop off small items at job sites as a special 
favor. 

The light panel truck is as inexpensive to operate 
a8 an average passenger car 


{pril 30. 1956. AMERICAN LUMBERMAN AND 





YOUR AD OF THE WEEK 


No. 58 of a Series (FOR YOUR AD-IDEA FILE) 





s col. x 16 in. ad using ADservice mats nos. % 

Ideas for Home Improvement Ads 90, 81, 164, 119, 120, 12, 121, 110, 82, 154, 

Here are three suggested ads that tie in with “Home 
Modernization Month”’—-May theme of the National 
Retail Lumber Dealers Assn. planning calendar pre 
eral ie te Scdastion Wooey Poa YOUR NAME OR SIGNATURE CUT HERE 

We suggest kitchens, added rooms and garages as 
major projects to be given special promotion. Painting, 
attic insulation and attic finishing are do-it-yourself 
jobs that prospects are more apt to tackle now than 
after extreme hot weather sets in 

Mats shown in ads below are just a few from the 
group of 254 available exclusively from American 
Lumberman. Write for free ADservice book giving > 


complete information. ‘ a 
spanning =ges and increased property value > 


1 col. x 12 in. ad 
using mats nos 2 col. x 12 in. ad using ADservice 
90 and 14, mats nos. 13, 1, 15, 102. 


<i, PEGE = po") 4 4 
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ee WE'LL HELP YOU thine 
We'll help you r+ 6 PLAN THE ok mn 
REMODEL | . EXTRA LIVING SPACE | MODERN KITCHEN 
NO MONEY DOWN! “>, YOU NEED | 


AS LOW AS ‘00 PER MO 
“s 


— = 
| Seem Gs 


) - 
| ADD A ROOM 


RECREATION ROOM computers 


as §$ PER MATERIALS AS LOW AS ‘00 PER MO 
LOW AS Mo + peceadbate 


00 rea mo 


| FINISH THE ATTIC | 
| 


tre tase _ # 
{=@ 14 x 22’ GARAGE 

MODERN KITCHEN : —_ a 

omemee women ENCLOSE THE-PORCH Hs / AS LOW AS ‘00 PER MO 





aS PER 
LOW AS MO 


YOUR NAME | 


AS LOW AS ‘00 PER MO 
— 


ey YOURNAME = YOUR NAME 


| 


| WZ, 
} ead 





| 


BurtLpDING Propucts MERCHANDISER 





Southern Pine Weighs 
Minimum Wage Hike 


The recent minimum wage hike 
Vas the chief topic of discussion at 
a meeting of the outhern Pine In 
dustry Committee in New Orleans 
recently. Ek. O. Lightsey, chairman 
of PIC, talked of “pressures ex 
erted by groups who look to govern 
ment of your business and mine 
They're on Capitol Hill in great 
numbers and they keep the pressure 
on without letup. You should be re 
minded that tt 
upposed to represent a floor below 


minimum wage Was 
' 

which waves could not fall. For the 
first time in the history of the 18 
year-old Fair Labor tandards Act 
it has departed from that theory, 
hecause the minimum ex 
ceeded even the highest collectively 
bargained minimum wage in out 
industry up to that time. The fed 
eral minimum } now a prevailing 


VaAwe 


Va second vice 
0 ‘ i] Fr ODDOS ) Lo 
bam not pposition \ M. L. Fleishel, Port 


the principle of better wages and 

vorkKing condit aid Lightsey 

“lam against yovernment writ What has 
ing the j ito 10 apply to wages 18 only 
vorke a complete dis what’ 
regard of tl 
man's ability to earn the equivalent because of the 


of a legal minimum or more 


happened in 
carbon copy of 
happening 
fundamental of a other laws that 


comple te absence ol 


are enacted only 


an oryvanized defense 





NEW SPA OFFICERS, left to right: Seated, Q. T. Hardtner, Jr., Urania, La., first 
vice-president; Leon Clancy, Decatur, Ala., president; Philip Frankfort, Franklin 


ident Standing 5. P. Dea Orlean ecretary, and 


st Joe, Fla treasure! 


minimun Dr. Arthur A. Smith, vice-presi 
dent and economist of the First Na 
with regard to tional Bank of Dallas, Dallas, Tex 

i said the wage hike would fall “dis 
proportionately on thousands of 
mall business units It may be 





Acme Steel's Sales Hit All-Time High 


ale for Acme teel Co., Chicago, in 1955 hit an 
according to the company’s annual 
released late in March. Profit 
before taxe were the second highest in the firm’s 
history. Net sales and miscellaneous income in 1955 
were $110,133,016 « ompared to $72,563,298 in 1954 
an increase of 51.8 Karnings before taxes were 
$12,804,369 or $6.45 per share. This was an increase 
of 77.9 compared with the 1954 income 


all-time peak 
report which w 


Jones Elected SHPI President 


An all-time record attendance of members and guest 
marked the 21st annual meeting of Southern Hardwood 


Producers, In in Ne Orleans in mid-March 


Henry W. Jones, Cathey-Williford-Jones Co., Mem 
phis, Tenn., was elected president of SHPI for 1956 
ucceeding | 1) Kellogg, Ly 1) Kellogg Lumber Co 
Alexandria, La., who was named chairman of the board 
of directors. President Jones gave a report on the 
results of the recent SHPI survey regarding the effects 
of the new minimum wage. The average increase in 
cost to produce one thousand feet of hardwoods unde 
the new minimum wage was estimated at $6.73, accord 


ing to the survey 

Selected it Vice-pre ident Lor 1956 was Edwin R 
Thomas, Thomas & Proetz Lumber Co., St. Louis, Mo 
| J Heatherly was 


manayer 


reelected association sec retary 


46 


Stanley Acquires Extrusion Press 


Stanley Building Specialties Co. of Miami, Fla., 
now has all the facilities needed to manufacture 
aluminum extrusions; from an induction heater to 
often the aluminum billets to a 15-ton stretcher 
with a de-twisting head. The extrusion press is a 
1400 ton Lake Erie with a self-contained pumping 
unit to handle 6” diameter billets 24” long. Housed 
in a new building containing 14,000 square feet of 
floor space, the plant is one of the most modern 
the south 

The company, which is a subsidiary of The Stanley 
Works, manufactures aluminum awning windows 
alousies, jJalousie strip hardware and tub enclosures 
‘The new press,” says advertising manager Hank 
Levy, “will enable us to run our own sections needed 
to manufacture these products.” 


Crane Carrier Announces Merger 


The merger of Crane Carrier Corp., Tulsa, Okla 
manufacturer of extra heavy-duty trucks, with Stand 
ard Industries, Inc., of Penna., 
pany with securities listed on the American 
Exchange, has been announced by Robert L. Zeligson 
president of Crane Carrier. The merger and resulting 
expansion will allow the corporation to begin produc 
tion of two new lines of trucks, including a complete 
line of self-propelled carriers and a line of heavy-duty 
dump trucks with capacities ranging from 38,000 
pounds to 100,000 pounds 


a large holding com 


Stoch 





five or mor ars fore the full 
force ! new minimum may be 
known.” 

The SPIC meeting was concu 
rent with the 41st Annual Conven 
tion of the Southern Pine Associa 
tion in New Orleans, April 4, 5 and 
6, at which hundreds of lumbe1 
manufacturers and _ industrialists 
were assembled. Key sessions were 
devoted to long range planning and 
with Southern Pine lumber produc 
tion up and future forest supplies 
assured, the association is placing 
more stress than ever on trade pro 
motion and effective merchandising 
methods 


National Woodwork 
Begins Research Projects 


Two new and important research 
projects were launched by the Na 
tional Woodwork Manufacturers’ 
Association at its 29th annual meet 
ing in Chieago in mid-February 
One will determine the best method 
of evaluating water repellents for 
treatment of wood; the other is to 
create new designs for wood com 
bination doors 

The water repellent project will 
consist of a series of tests per 
formed by the Forest Products 
Laboratory at Madison, Wis., to 
discover a laboratory test which 
will correlate most closely with the 
results obtained in actual outdoor 
exposure tests. “Wood specimens 
and full-size window sash will be 
tested,” said James G. Boden, gen 
eral manager of the Malta Manu 
facturing Company of Malta, Ohio, 
and newly elected president of 
NWMA 

The design project for wood com 
bination doors will be conducted by 
Raymond Loewy Associates and 
will embrace four studies l 


(continued on next page) 


JAMES G BODEN, newl elected 
preside nt of National Woodwork 
Manufacture! 4 


STANLEY 




















The finest builders saws 


you can sell! 


Ihe finest in every way new saws with new feature 
new prices, Show Stanley Builders Saws in this handsom 
free display stand point out thes price ind sell! 


8” H85, Now only $79.95, cuts «” at 90 
7’ H70, Now only $69.9° M% 
6’ H65, Now only $59.95 


ay 


a 


= 


Power plus protection! Ease of operation! 


Exclusive Stanicy drive pro Exclusive Stanley blade guard 
tect aw motor against im make tarting ults ea 
pact hock when blade hit (;uard never tick regardle 
nail et ensures full cutting ot ingle of cut no hang 


power at all other time arting 


ip or “drift’ in 
Your Stanley Electric Tool distributor has the ompk te 
line now, See him. Ask about the display stand, as shown 
above, that can be yours absolutely free 


For further details, free litera- 
ture, dealer helps, etc., write 
Stanley Electric Tools, 124 Myrtle 
&., New Britain, Conn. 
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Electric 


alii $350,000 Campaign Spurs pointing to the advantages of 
MANUFACTURER NEWS Metal Awning Month aluminum awnings. “We will tell 
(begins on page 46) g and sell the story of aluminum awn 
a . . One of the most aggressive cam ings to more than 60 _million 
paigns ever staged by the Home people says Robert A. Childers, 
Improvement Industry, National chairman of National Metal Awn 
evaluation of existing products, (2 Metal Awning Month, is off to a ing Month 
improved functional design, (4) ap flying start. More than 250.000 


earance sig f st yw i 
pearan design and styling and will be spent by aluminum suppliers 
(4) competitive marketability 


and local dealers to hammer home sg: . 
George M. Curtis, Curtis Com NMAA’s Pacific Wins 


promotion-month slogan 
panies, In Clinton, lowa, was “Buy in May,” and to push the ad Safety Trophy 
elected vice-president for 1956 vantages of metal awnings 
L. C, Paisley, Farley & Loetscher Alcoa, Kaiser, Reynolds and Re The annual C. R. Johnson Memo 
Manufacturing Co., Dubuque, lowa vere will stage a series of national rial Safety trophy has been award 
was elected treasurer, and Ormie ¢ network television spots as well as ed to the Pacific Lumber Co. for 
Lance was reelected secretary-man consumer, news and trade magazine 1955, the first time Pacific has won 
age ads—all directed at buyers and the award in the 15 years it has 
been presented. Union Lumber Co. 
took second place; Hammond Lum 
ber Co., third place. Pacific also 
won an award for the lowest acci 


° | dent frequency in woods opera 
p Capitol Painted Shakes 


Capitol Shake Company of No 
Sacramento, Calif., has developed 


a new painted sidewall cedar 
ALL OF OUR shake. The shakes are first kiln 
dried, then saturated with a spe- 


cially compounded exterior paint. 


A series of rotary brushes scrub 
the paint into the wood and level 
it for even color distribution. The 


shakes are then conveyed through 
a 100-foot infra-red tunnel con 





re f O f taining 60 kw of radiant glass 
tubes which dry the painted 


shakes, accelerate penetration and 





° control the “set” for uniform color. 

Service Then the shakes are refrigerated 

| for temperature control, relieving 

internal stresses and eliminating 
any tendency to warp 


eat , Finally the shakes are inspected 
In addition to our own 12 sawmills, and packaged for shipment. The 


. entire production of Capitol side 
Vase are actively engaged ' 


wall shakes takes place on an in 


i 4 4 . ] e co evo 
in the procurement and distribution ‘a0 etn inte 


of all West Coast lumber products 
and maintain buying offices in 
producing areas to give the trade 


complete one-call balanced 





service. 


Tanren.Wenster & Jounson, Ine. 
mery Street P.O. Box 173) 4 
SAN FRANCISCO 4, CALIF Wg) STOCKTON, CALIF CAPITOL SHAKE CO. utilizes this in 
sles 2 HOwerd 4-836! Teletype $K 2 line conveyor to produce its painted 
sidewall cedar shakes, available in a 
wide selection of colors 


2060 Teletype SF 53 
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window features; hints by leading Keystone Wire Cloth Co. has appoint 
interior decorators on how to cur ed Richard M. Bamford sales manager 
tain casement-type windows An according to Samuel K. Hornor, vice 
old-timer member of Detroit’s Ad president tamford will direct sales 
craft Club, Huddle also served as orts fo eystone’s line of insect 
chairman of the advertising com , eening and aluminum frame 
mittee of Metal Window Institute 


7h 


LANCASTER 


rhe Black & Decker Co. has announced Yale Materials Handling Div. of Yale 
A TRAILER TRUCK aids Calder the establishment of an Australian & Towne announces a major step in 
Manufacturing Co., Lancaster, Penna., plant Ground-breaking ceremonie the expansion of West Coast sales and 
in making faster, more economical de- were held in Melbourne late in March ervice coverage has been taken with 
- tong of arms ghey to its oe The new plant, with equipment, wi t he ppointment of Garnett A Vining 
> ne c as i ape t 2< err 
rm -_ _— k 7 : capaci doe } “ cost $750,000 and will have an ar: rn western regional sales manager 
~OUndGsS ane MuiIs appro late ° - , 
‘ 4 ; of 47,000 square feet. When complet With Yale since 1948, Vining will have 
100 doors of assorted sizes in one load , 
ed, it will assemble Black & Decke ipervisory control of Yale activiti 
portable electric tools for sale in the in the 11 most western states and 
Australian-New Zealand area Northwestern Canada 


Maple Flooring Assn. 
Approves Powernail eee ee 


Maple Flooring Manufacturers’ i”; 
Association has issued a letter, | : 
dated February 15, approving the 
Powernail machine. Conditions of 
the approval set forth in the letter 
signed by MFMA’s secretary-man 
ager L. M. Clady, are: 

“During the past two years, the 
members of MFMA, its representa 
tives and the association office field 
staff have spent considerable time 
in checking and observing the per 
formance standards of the Power 
nail machine 

“After carefully studying all 
survey reports, we should like to go 
on record at this time in stating 
that, in our opinion, the Powernail 
machine is serving as a satisfactory 
fastening device for northern hard 
maple, beech and birch floorings.’ 

The Powernail machine is a prod 
uct of the Powernail Co., 967 W 
Montana St., Chicago 14, Ill 


H. A. Kennedy Succeeds 
W. T. Huddle, Retired 


THE STREETS of your community reveal a good deal about 

Detroit Steel Products an . ; 
nounces the appointment of How you! They show whether—in the sale of building materials 
ard A. Kennedy : 
as manager of you have stressed price or worth... whether you have 
advertising and b ; 
sales promotion. ; sold along the lines of least resistance or had the foresight 
He formerly 
was associated to “trade up” your customers to products of lasting 
with Bryant 
Heater Co., quality, beauty and function 
where he served 
in a similar ca Your reputation is based on quality. In the final anal 
yacity. He sue 
: eeds W. T. Huddle ysis, so is your profit. Red cedar shingles and machine- 
Huddle, who has retired after 
years with the Detroit firm 

An Ohio State University jour 
nalism major, Huddle began his 
long and productive career with De 
troit Steel Products on January 12 
1922, when he was hired as a copy- 
writer. He became advertising man CEDAR SHINGLE BUREAU 
ager in 1937. Huddle has introduced 
many pioneering techniques in win 
dow advertising, including: photos 550 Burrard Street, Vancouver J, B. ( 
of women models demonstrating 


grooved shakes—being the genuine article —assure both 


your reputation and your profit. 


5510 White Building, Seattle 1, Washingtor 
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NEW PROMOTION on Cushiontone, Armstrong's acoustical tile, is explained by J. M 
Goodwiilie, center, manager of Armstrong's New York City office, while Harry McCartney 


of the Wood Glass Co., Syracuse, left, and Evan Jenning jabcock Lumber Co., Pitt 


burgh, look on 


Wholesaler Report 


Armstrong Gears 
for Strong Promotion 








Dealer aids readied for sales drive in acoustical tile and New promotional plans on these 

products extend from the manu 

facturer through the wholesaler 

to the dealer and consumer levels 

meeting of Armstrong’s wholesale distributors in Lancaster, The pages of Life magazine will 

be used as one consumer media to 

interest homeowners in the sound 

deadening properties of Cushion 
tone for their homes 


roof decking; plant expansion plans outlined at ninth annual 


Penna. 


construc the firm’s chief executive 
After listening to progress re Dealer aids coming. Special 


at space-saving, point-of-sale’ dis 


De spite the optimist 
tion outlook for 1956 and the vears 
ahead, it will take a strong pro ports on expanding facilities 
to market the con Armstrong's plants in Macon, Ga plays have been developed for 
and Pensacola Fla., where pro dealer use. Donald Day, manager 
duction facilities are being vastly : 

of building materials advertising 
plants expanded, the distributors heard 1 ‘rie f booklet 

Wholesalers attending the ninth details of the promotional plans inegpeer > g-A a-toieaiae Ltpiagead 
annual two-day meeting of dis being made to sell the added out 
tributors of Armstrong building put Armstrong’s acoustical ma 
products at Lancaster, Penna., last terial, roof deck and sheathing are 


month heard this warning from currently in short supply 


motional effort 
stantly expanding production out 
put of today’s building materials 


that will help lumber dealers sell 
homeowner customers. One will 
contain display uggestions; one 


will be a pocket-size handbook, 


19S¢ A WERIM LUMBERMA 
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TOP SALES PERFORMANCE by E 


Los Angeles, won a plaque for this firm 


Losch. J. V. Jone 


building products division, made the pre 
medieu, right, is with Armstrong Lo 








Install Armstrong Cell 


step by-step instruction 
booklet, “Selling 


“How to 
ings,” a 
booklet also a“ 


Ceilings to the Consumer Trade,” 


information on how the retal!l 
know his 


them more effec 


alesman can custome! 
better and ell 
tively 

( J. Back 
Armstrong, told wholesalers that 
the “consumer will be the domi 
nant voice in the building indu 
try for the next 10 years.” He said 
he based hi prediction on the 
rapid improvement in the income 
tatus of American families; con 
elopment of the Ameri 


trand, president of 


tinued de 
a whole; continua 


credit 


Can economy a 
tion of @a tandard 
widespread dissatisfaction with 
present housing and = growing 
modernize 
existing struc 


; 


awarene LO 
and recondition 


repair, 


tures 

More money will be spent for 
home improvement projects this 
year, Walter FE. Hoadley, Jr., Arm 
strong treasurer, told the 
ing. Promotion by Operation Home 
Improvement and ACTION wil 
help boost dollar volume expendi 


in this field at least 10 


meet 


tures 


This will make the volume of fix 
ip work nearly as 
home constructior 


ed out He 


large as new 
Hoadley point 
predicted that new 


center, general sale 





the Lloyd 


Stanton and Co Ine 
Acceptal! ce j by |} 
manager of Armatro 


entation. P. B. L’'Hom 


ngele office 


nousing starts this year will ap 
proximate 1,200,000 and the dol 
lar value of new home move 
slight! higher than in 1955 
‘Somewhat higher average 
offing, Hoadle 


ne increase tron 


prices are in the 
declared, listing t 
75¢ to $1 in the federal minimum 
tes and 


wage law, higher freight ra 
advancing prices of cost-of-living 


items a8 principal Causes, all lead 
ing to “a new queeze on profit 

The higher volume outlook for 

the ear alse ndicate higher 

profit opportunities, Hoadle adda 
ed, but rising costs of doing bu 
ness will make it diffieult t ol 
f% 


ert added sal to larger afte) 


tax earning 


Opportunity for profit \ vi 
can ever ask fo! the opportunit 
to expand profit ’ gaid Hoadle 
“In my opinion, we have tl op 
portunit n 195 


J. V. Jones, general sales mat 


ager of Armstrong’s building prod 


ucts divisior irded plaque t 
representative r five region: 
firms who showed the highest pe 
centage ale reases it 1855 
They were A. W Hasting ( 

Northampton Mass northeast 


ern Addison-Rudesal Atlant: 
outheastern ir rdan M iw 
Co., Sioux Fal ~ DD mid-cer 


WOMAN WHOLESALER 


berland, Md 


man of the board 








Mi j 
Buchanan Wholesale Lumber Co., ¢ 1" 
greeted | H. W. Prent J ha 
Armatrong Cork Co 





tra i! ad I) ty put iv { 
outh Bend and Fort Wayne, Ind 

rth cent | J tanton & 
ol Ly Angels vestern 

ee mit n, manager of Arn 
trong I ding product d 
or int inced the election of 
five new member of the Whol 
aler Poli fommittes I'he 
vere ! W. Wheeler, Hardware 
Product ( terling, | nortl 
central sectior }arme M. Hagood 
William M Bird & ( Ire 
Charlest ( outhe tery 
ect ! } 6b. Hannigar hHiann 
yal 1) 1, Ime » 
mid-centi | I Mor | 
| e | e) tationer ( 
pol este .. R. Fring 
I ring | ‘ ly Pitt 
irgt 

rhe } Committee n ed 
! the five esalel ment ned 
( ed il lrmnbe 1 7? 
reserntat ‘ | Armatt nig mar 
yerme t ner etermine the 4 r) 
ng } ‘ | er t ni 
en 


Coming: NEXT ISSUE 
New Tips That Sell Paint 





THE LUMBER MARKET 


Market Unchanged 
In Tacoma Region 


TACOMA—-Virtually no change 
is apparent in the lumber market 
situation in this area, Demand 
continues to be steady, prices are 
firm and supplies seem adequate 
Some concern still is felt regard- 
ing future supplies of logs how 
ever, particularly on the part of 
smaller mills. Most woods opera- 
tions are being conducted on a 
near normal basis, but road clo 
sures, due to weather, have ham 
pered log movements to mills. In 
consequence, many mills have cut 
heavily into reserves. 

The Weyerhaeuser Timber Co 
was successful in a $552,700 bid 
for an estimated 19,000,000 board 
feet of state auctioned timber on 
640 acres in Grays Harbor county. 
The final bid was $27.50 for hem 
lock and spruce, compared to a 
state minimum of $22 for hemlock 
and $20 for spruce. On other varie 
Weyerhaeuser bid the state 
minimum of $52 for Douglas fir, 
$20 for cedar and $3 for pulpwood. 

Car shortages still are plaguing 
rail shippers, but orders are mov- 
ing to destinations fairly steadily. 
This is a big concern however, and 
shippers continue to bend thei: 
efforts towards a permanent solu 
tion of the problem 


ties, 


Late Spring Stalls 
Market About Seattle 


SEATTLE 


The market is “off” 
way most lumbermen de 
current trading. The late 
spring is given as the principal 
reason. Green fir dimension is 
down $1 in all but the random 
grades. Transits are not sold 
easily. Low grade plywood is hard 
to sell, Construction is expected 
to begin in about two weeks; many 
await abatement of winter 
and its after affects and the end 
of flood threats 

Hemlock prices are unchanged 
with demand about the same as 
fir. Shingle prices are the same 
with the California market cred 
ited with keeping prices steady 
Cedar siding mills are looking for 
orders. Pine demand is steady with 
C and btr Idaho White Pine selects 
advancing $5. Engelmann spruce 
boards are up around $10 in 1x6, 
Ix8 and 1x10 widths 

Members of the Washington Ore 
gon Shingle Weavers Council are 
voting (by mail) on a proposed 
contract for 2,200 workers. The 
previous contract which set a min 
imum of $2.05'» an hour for a six 
hour day expired April 1 and 
strike authorization was voted 


is the 
scribe 


jobs 


52 





There has been no major strike in 
the shingle industry in 21 years. 
The Puget Sound log market is 
very firm. Fir No. 1 brings $75; 
No. 2 sells for $65; No. 3 moves at 
$55 and logs saved for peelers 
fetch $75. Prices on fir peelers, 
spruce, cedar and hemlock are the 


same as when checked Jan. 3. 


California Market 
Still Strong, Stable 


SAN FRANCISCO—Prices re 
main stable throughout the north- 
ern California market with no 
weakening of the market in sight. 
Production costs remain at ex- 
tremely high levels. The bread and 
butter items of the business con 
tinue to move with brisk demand 
from almost all sources. 

Standard and better Douglas fir 
2x4’s are bringing $96.50, while 
the 2x6 and 2x8 standard and bet 
ters are only a dollar lower. The 
standard and better 2x10 and 2x12 
are in the $97.50 range, and 2x4 
number 3 or new utility grade is 
bringing $75.50 and the 2x6’s 
around $72.50. The number 4 
economy grades are being priced 
at around $37.50 

“We're pretty lucky here in 
northern California, from the pur 
chaser’s point of view,” explains 
J. W. Paquette, sales manager of 
the Lumber Sales Co. “In the Los 
Angeles and Southern California 
area all prices are about $7 a 
thousand higher than here.” 

A steady demand continues for 
the upper grades in hardwoods 
and redwoods and for the “cream 
of the lumbers”, according to Jim 
Higgins of San Francisco’s Hig 
gins Lumber Co. 


Mixed Cars Strong 
In Kansas City Area 

KANSAS CITY The demand 
from retailers largely is for mixed 
cars and the emphasis is on kiln 
dried stock, which is bringing a 
slight premium. Builders are not 
interested in air-dried lumber at 
this time of the year, but will 
shift to air-dried lumber during 
the summer. 

A wide variation in price lists 
was noted as a result of different 
positions taken by mills in hiking 
prices. Some mills tacked on sub- 
stantial raises following the boost 
in wages and freight rates, while 
others have taken the increases in 
steps. 

Prices of No, 2, 8-inch kiln-dried 
boards ranged from $88 to $92 a 
thousand, compared with a usual 
range of $2. In finish, which was 
slow in moving, the price ranges 


1 pr i 30 


were from $150 to $165 for C 
& btr. In dimensions, 2 by 6’s 
brought $90 to $92 generally in 14 
to 16-foot lengths. 

New construction in the south 
west was slowed in the early part 
of April by tornadoes, heavy rains 
and an acute tightness in the 
money market. Builders reported 
inability to obtain adequate financ- 
ing of projects and starts have 
been delayed. 

Mills reported that retailers had 
not begun to build up their inven 
tories for the spring but this 
partly was due to the fact that a 
greater proportion of lumber sold 
by the mills is going direct to the 
jobs. This results in a smaller in 
ventory requirement on the part 
of yards. 


Weather Depresses 
Baltimore Market 


s,ALTIMORE Both fir and 
southern pine have slackened off 
noticeably in this area over the 
past two weeks according to lum 
ber dealers here. Most wholesalers 
feel that this situation is due 
mainly to bad weather, both here 
and on the west coast. This in- 
clement weather is hampering pro 
duction at mill localities, and 
hindering construction in this sec 
tion of the country. This has re- 
sulted in higher mill prices and 
less demand, a combination which 
is certainly not conducive to sales 
Yard owners predict that both the 
pine and fir markets will show in 
creased activity within the next 
several weeks, however, and will 
have considerable strength by 
summer. 

Southern pine prices have been 
boosted somewhat by the new 
minimum wage law, but the in- 
creases are not nearly as bad as 
had been feared. Following are 
some comparative prices on green 
southern pine. All figures are mill 
prices. 2 x 4x 8—$73.50; 2x 4x 14 

$87: 2x 6x 8—$84;2x6x14 
$87: 2x 8 x 8—$90; 2x 8 x 16 
$95; 2x 10 x 8—$92; 2x10x12 
$96. Other prices show 1 x 6 roof 
ers bringing $84 per M, fob mill, 
while the 1 x &s are close to $90 
per M, also fob mill 


Nationally 


Lumber shipments of 499 mills 
reporting to the National Lumber 
Trade Barometer were 4.5% above 
production for the week ended 
March 31. In the same week new 
orders of these mills were 13.2% 
above production. Unfilled orders 
of the reporting mills amounted to 
12% of stocks. For the reporting 
softwood mills, unfilled orders 
were equivalent to 23 days’ pro 
duction at the current rate, and 
gross stocks were equivalent to 
49 days’ production. 

AND 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in naan market trends and as « 

¢ 


check on purchases made approximately ten days before receipt o 


DOUGLAS FIR 


Vertical Grain Mooring 
B&Btr 
x4 170.00 


Fiat Grain Flooring 


ix4 
xb 65.00 


Drop Siding 

lxb (Pat 06) 

iné (Pat. #116) 
Cell 

sort” 125.00 
in4 115.00 


Boards and shiplap and 2" (Green) 
ixe 1x8 

Constructio: 71.00 70.00 
Standard 64.00 68.00 
Utility 57.00 59.00 
Construction Dimension 
14 

83.00 
84.00 
83.00 
85.00 
82.00 


160.00 
160.00 


Tos 
8388 


Ssscs_ 
S828. 


88888 88888 Seess° 


SEE tt 
8883s8 sSssses™ 
WIFSy 


> +awm 
— Ww Ow OF 


RED CEDAR SHINGLES 


Royals 
No. | 24 
No, 2 24 
No. 3 24 
Perfections 
No, | | 5/2%, 
No. 2 5/2'/4 
No. 3 . 5/2\/4 
XMMKX 
! 6/2 
2 6/2 
3 I 5/2 


WESTERN RED CEDAR 


Prices for Western Red cedar siding in mixed 
cars, new bundiing, &' to I6' are 
Beveled Siding, '/2 inch 

Cleer 

Yy by 4 inck 95.00 

/, by 5 inch 100.00 

Yq by 6 inch 110.00 
Clear Bungalow Siding, % inch 

8 inch 80.00 

10 inch 205 .00 

12 inch 725.00 
Finish, 8 and Bir. $2 or 45 
6’ to 16’ of Rough 


Ceiling or Flooring, 8 and Btr 
7 to 16’ or Longer 
BSBtr. Cc 


x3 -. 135.00 125.00 

ix4 145.00 145.00 

Discount on moldings, 6' to 20’ odd lengths 
Series 6.000 

Listing under 2.00—list plus 35%, 

Listing 7.00 and over—list plus 0% 
Clear Lattice, 5/16" x 1%"'—5' to 18’ 

100 lin. ff 1 
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WESTERN PINES 
Ponderosa Pine 
5/4RkW 
Selects 
$2 or 45 
C&Btr. RI 
Shop, $25 
No. 2 
5/ 20 110.00 
6/ 114.00 


end 
4/4 RW 6/4 RW O/4 RW 
275.00 290.00 7290.00 


Commons, $2 or 45 
> No. 4 
ix BRL ) 73.00 
be 12 RL o as 70.00 
idaho White Pine 
Selects $2 or 45 


C&Btr. RI 275.0 275.00 
D RI y 215.00 
Commons, $2 or 48 
No. | 
60.00 
70.00 
Sugar Pine Selects $2 or 45 
4/4 RW 5/4 RW 6/4 OW 
BABtr. RL 265.00 28000 285.0 
Cc RL 260.00 275.00 280.00 
D RL 220.00 231.00 238.00 
Shop, $25 
No. | No. 2 


5/4 152.00 122.00 
6/4 152.00 122.00 


OAK FLOORING 


He 
White 213.00 
Red 220,00 


Clear Plain 


Se! Plain 

White 

Red 210.00 
2! Com 

White 181.00 

Red 80.00 
#2 Com 

Pin White & Red 87.00 95.00 


1697.00 


3! Com. & Btr 
Shorts 


ta 


SOUTHERN PINE 


Vertical Grain Fiooring 
BS Bir 
1x4 P 230.00 


Fiat Grain Flooring 


in4 .. 10.00 180.00 
ix 165.00 155.00 


Drop Siding 


ix6 #2106 
inh Hilé 


Boards & Shiplap 
Ix 
No. | (D grade) 120.00 
No. 2 87.00 
No. 3 78.00 


No. | Dimension (Dense) 
12 \4 

2x 4 7.00 78.00 

2x 6 100.00 104.00 

2x 8 97.00 7.0 

2x10 110.00 110.00 

2x12 130.00 130.00 


No. 2 Dimension (Dense) 

% 00 

9440 

7.00 

77.00 

100.00 100.00 

No. 3R/L Only 
2x 4 
2« 6 
2x 8 
2x10 
2x12 
All prices based on kila dried stock 


REDWOOD 
Bevel Siding 


fe 


/y* 


S. Clear All Heart 
G ear All Heart 
; 


Heart 
Heart 


Heart 


dear? 


<<<<<<<<<< 


> 
2 

2 

a 


< 
2 


Finish 
4 Clear Meart 
6 Clear Meart 54 
8 lear Meart 4 
«10 Clear Heart 4 
2 Clear Heart 4 


WESTERN HEMLOCK 
Vertical Grain Flooring 
BAB ( 
ix4 50.00 45.00 


Fiat Grain Flooring 

Ix4 135.0 
ind 140.00 
Drop Siding 

ine (Pat. $106) 

inh (Pat iis) 


130.0 


136.00 


35.00 130.00 
135.00 145.00 


Ceiling 
Yyn4 ! © 
ix4 115.00 


Boards and Shiplap and 2" (Dry) 


Construction Dimension 
12 

’ 84.00 84.00 

it 6 a4 K md 

2x 8 840) 4 

2x10 84.00 a4 

iar 64.09 04 


x 


Standard Dimension 


x 4 79.00 
an 6 79.00 9 
an 8 7.00 8 
2x10 800 7a 
2xt2 Js 00 /6 
Utility Dimension +/! only 
2 
2 


ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


é 


No. | Dimension 


in 4 
2s 6 
21 4 


2219 78.00 
No. 2 Dimension 


‘ 69 69.0 
2x 8 75 > 73 130 
2x10 2.00 14.00 200 77.0 
2x12 7300 73 730 7$ 20 


x é 
y 


s 4 is) 11.00 
10 y y 


Mills are now grading boards No. 2 and 
mon. Mills do not grade out No, 3 dimension 
as ia fir 
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10" Circular Saw 


Perfection of a new 10” tilting ar- 
bor circular saw said to be sturdy 
enough to withstand the rigors of a 
% hp motor is announced. The product 
was developed to provide the accu- 
rate, speedy production required in 
woodworking and cabinet shops, fur- 
niture factories and building trades, 
it is said. The 10” circular saw ac- 
commodates a variety of motors, from 
1% to 8 hp, and can be tailored to 
many uses, It features an arbor pul- 
ley adjacent to the saw blade assur- 
ing full capacity operation. All the 
»ower of the motor is said to be de- 
ivered directly to the saw teeth and 
is transmitted by two matched com 
pass steel v-belts. Heart of the unit 
is the oversize Alloy steel arbor which 
is raised and lowered on dovetailed 
ways equipped with takeup gibs for 
adjustment. Yates-American Machine 
Co., Dept. AL, Beloit, Wis. 


Cirele Ne, 201 on Coupon, page 66. 
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Coordinated Colors 


Now you can match your house ex- 
terior with your car or its upholstery 
as a result of a completely coordi- 
nated set of paints employing tinting 
bases and tube colorants just an- 
nounced by Pittsburgh Plate Glass 
Co. The new series of Maestro Colors 
includes oil and alkyd exterior house 
paints, polyvinyl acetate masonry 
paint, latex emulsion and alkyd in- 
terior wall paints, gloss and satin 
sheen enamels. The new paints will 
provide 101 popular colors in exterior 
finishes of all types and 300 colors in 
interior paints and enamels. The de- 
cision was made to produce all major 
lines of Pittsburgh paint products in 
bases with tube colorant additives to 
provide a wide color range. Pitts 
burgh Plate Glass Co., Dept. AL, 632 
Fort Duquesne Blvd., Pittsburgh 33, 
Penna. 


Cirele No, 202 on Coupon, page 66 


a 
Slimfold Doors 


Slimfold silent steel folding doors, 
in either tandem or multiple units, 
provide full wall closets or storage 
walls anywhere in the home plus full 
vision and full walk-in of the closet 
or storage area. Slimfold doors are 
available in 3’, 4’ and 5’ widths, and, 
either the standard 6’8” height, or the 
8’ ceiling height. Any number of doors, 
including half panels or single-fold 
doors can be used in the closet or 
storage area. Available in two stand- 
ard finishes; a natural flat tone finish, 
or a baked enamel, simulated birch 
wood grain finish. They can also be 
painted. Installation is said to be fast 
and simple. American Steel Door Co., 
Div. of Ternes Steel Co., Dept. AL, 
11148 Harper Ave., Detroit 13, Mich. 


Cirele No. 203 on Coupon, page 06 


Fiberglass Shower Receptor 


Dudley Machinery Corp. announces 
a new fiberglass shower receptor in 
five sizes and three shapes. It is avail 
able in four colors; pink, beige, green 
and blue. Advantages are said to be 
quick installation, non-skid base, shat- 
ter resistant surface and easy mainte- 
nance, Dudley Machinery Corp., Dept. 
AL, P. O. Box 143, Santa Clara, Calif. 


Circle No. 204 on Coupon, page 66, 


Woven Pile Weather Seal 


This new line of plastic-backed, 
woven wool pile weather seal is avail- 
able for use on prime and secondary 
windows of all types and on every 
style of door or sliding panel includ- 
ing plate glass, reports the manufac- 
turer. The plastisol-bonded wool strip- 
ping acts as a barrier against wind, 
rain, snow and insects. Height, density 
or width of pile can be varied over a 


(continued on page 56) 


1956, AMERICAN LUMBERMAN AND 








YOU CAN’T BEAT 
ALLIANCE! 


Now manufacturing a complete 
line of aluminum and steel track 
with all accessories to meet your 
sliding door requirements. 


Write, Catalog Available 


: Metal 


13852 KEAL . 


DETROIT 27 


Wy 


»A 
Vv 


FIBERGLAS 
SCREENING 


Contact your dealer or write to 
CHICOPEE MILLS, Inc., Lumite Division 
47 Worth Street, New York 13, N.Y. 


CENTRALLY LOCATED 
TO SERVICE THE 
GREAT UNITED STATES 


a 
AGENTS 
TERRITORIES 


NOW 
AVAILABLE 


2 
> 


Products 


MICH 





Cirele No. 46 on Coupon, page 66. 





Trade Mark 





PONDEROSA PINE — SUGAR PINE 


WHITE FIR 
INCENSE CEDAR 


Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


DOUGLAS FIR 


Cirele Neo. 48 on Coupon, page 66 
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. « » when it comes to canter? 
Do you bury your head in the sand and 
hope it won't attack you or someone close 
to you? Fight cancer with a check-up to 
protect yourself and a check to help others. 
Give to your Unit of the American Cancer 
Society, or mail your gift to CANCER, 
c/o your town’s Postmaster. 

AMERICAN CANCER SOCIETY 





Recommended Reading for Lumber Dealers: 


THE 
FUTURE 
OF woop 


(Weyer- 
haeuser 
Timber 
Company 
Report) 


This far-reaching report on the fotare market 
and supply of lumber contains new information 
vital te plans ef every lumber and building 
products dealer. 








AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Enclosed is 
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wide range to fit various applications, 
it is said, and the plastic backing can 
also be molded to almost any profile. 
Pile height and backing dimensions 
can be held to a tolerance of .005 
inch. The supple strip comes in rolls 
of continuous length. It is also being 
supplied in do-it-yourself kits for 
homeowners. For free actual sample 
of this new plastic-wool weather seal, 
write Div. P-1-AL, Schlegel Co., 
Rochester 7, N. Y. 


Circle Ne, 205 on Coupon, page 66, 
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Woodcraft Shutters 


Woodcraft has introduced a com- 
plete line of %” sugar pine interior 
shutters in stock sizes. Two types of 
shutter panels are available; movable 
louvers and stationary louvers. These 
interior shutters are made for win- 
dows in 2 and 4 panel units and also 
for double-hung effects. Various com- 
binations of sizes can also be worked 
out for 6, 8 and 10 panel units. Door 
unite are available in 2, 3, and 4 pan- 
els and with a combination of sizes 
can be made up to 6 and 8 panels. 
Trimming to size and installation is 
said to be easy. Complete instructions 
are supplied with each individual 
order. ooderaft Quality Shutters, 
Dept. AL, 1190 Pershing Circle, West 
Englewood, N. J. 


Cirele Ne, 206 on Coupon, page 66. 


Monoform Sink & Cabinet Top 


New Monoform sink and cabinet 
top package units, scheduled to retail 
in standard lengths for as little as 
$30, are available. Although neces- 
sitating standardization as to the 
length of the product, Monoform units 
remain flexible in application and may 
be cut to size he = eer extra cost. 
Sections feature formed one piece 


construction, back splashboards, no 
drip front edges, all of which are 
bonded to a %” core. These decora- 
tive tops are obtainable in Formica, 
Textolite, Panelyte and Lamin-Art 
plastics. Further options offered to 
buyers concern mostly the degree of 
pre-installation service performed on 
Santi-Top units, such as sink cut-out, 
sink cut-out and framed with stainless 
steel, mitre cuts for U or L shaped 
kitchens and joint preparation. Sani- 
Top, Inc., Dept. AL, 4610 8S. Main St., 
Los Angeles 37, Calif. 


Cirele Ne. 207 on Coupon, page 66 


Dish-Quik 


A new spray-brush faucet dishwash- 
er in bright new red and gold packages 
under the new brand name, Dish-Quik, 
is available. Dish-Quik can replace 
any of the millions of Modern rinsing 
sprays, now in use or new, says the 
manufacturer. To replace any Modern 
rinsing spray, you simply unscrew the 
spray and attach Dish-Quik to the 
same hose. The addition of Dish-Quik 
can transform most of the best-known 
brands of sink fittings into complete 
dishwashing-faucet appliances, it is 
said. Modern Faucet Mfg. Co., The 
Dish-Quik Div., Dept. AL, 1700 E. 58th 
Place, Los Angeles 1, Calif. 


Circle No. 208 on Coupon, page 66 


Rusticwood Panels 


The new Malarkey Rusticwood red- 
wood panels are being manufactured 
in 9 and 10 foot as well as 8-foot 
lengths in the standard four-foot 
width, reports the manufacturer. The 
Rusticwood is made from redwood 
with a softly brushed surface chan- 
neled on four-inch centers. They are 
bonded with exterior glues, hold nails 
well and have extra rigidity, it is said. 
M & M Wood Working Co., Dept. AL, 
2301 N. Columbia Blvd., Kenton Sta- 
tion, Portland 17, Ore. 


Cirele No. 209 on Coupon, page 66 
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Plastic-Type Masonry Finish 


Kyanize announces a new plastic-type masonry 
finish called Krylac. It is described as a new plastic 
paint for use on asbestos shingles, interior or ex- 
terior cement and masonry in all types of buildings 
—homes, factories, schools or hospitals. Field tests 
are said to confirm the fact that it has an extraordi- 
nary ease of flow and a minimum of pull and drag 
on application with roller or brush. Krylac is offered 
in 10 bright modern colors. It has a breather type 
film and doesn’t blister, crack or peel, it is claimed. 
A feature of the new Krylac is said to be the per- 
manence of the color pigments. Dirt can be hosed 
off to make the surface look clean and new. Kyanize 
Paints, Inc., Dept. AL, Everett Station, Boston 49, 
Mass. 

Cirele Ne. 210 on Coupon, page 66 


Hammer-Finish Paint 


Metaltone, the new spray-it-yourself finish with 
a hammered metal look, imparts an appearance of 
handmade artistry to furniture, toys, appliances, etc 
Metaltone is available in four rich, metallic colors, 
plus a clear plastic. It is claimed to be the only prod 
uct of its kind on the market today in an aerosol 
container, plus being the only paint in the new, 
jumbo 16-ounce aerosol spray container for greater 
coverage. Metaltone can be applied to wood, metal, 
plastic, paper, leather, etc. No primer needed when 
applied on metal surface, it is said. Air-dries to a 
hard, firm gloss in minutes. Flamemaster Chemicals, 
Inc., Dept. AL, 3813 Hoke Ave., Culver City, Calif. 


Circle No. 211 on Coupon, page 66 


Form Kote 


Form Kote is said to increase the life of wood or 
plywood concrete forms and produce clean, smooth 
concrete surfaces by preventing concrete, mud and 
water from adhering. It is applied with either roller, 
brush or spray. One of the most important advan- 
tages of Form Kote is said to be that it eliminates 
the costly labor of scraping and coating the forms 
between each pour. One application is effective for 
an average of four pours. The forms may be used 
immediately after application; no drying or curing 
is necessary, reports the manufacturer. Form Kote, 
Inc., Dept, AL, 700 W. Virginia St., Milwaukee 4, 
Wis. 


Circle No. 212 on Coupon, page 66, 
(continued on next page ) 











What's Your Answer? 


What's Your Score? 9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 


Here’s an easy way to check your retention of the 
information contained in this issue. Use the questions 
too, as a quiz in your next sales meeting. Both editoral 
features and manufacturers’ advertising are repre- 
sented in the questions below. For the answers, see 
page 59. 

1. What sales aids have been developed to help 
lumbermen tiein with Operation Home Improve- 
ment? 

How often do lumber yard fires occur in the 
United States? 

What home improvement job is being planned 
by a majority of midwest homeowners? 

What new promotion has the Douglas Fir Asso- 
ciation developed for this summer? 

How are lumber dealers developing credit into 
a sales tool? 

How are cordages now packaged for self-service 
displays? 

What special service does Schmoyer Lumber Co. 
provide for contractors? 

How has Homasote developed a new sales appeal 
for ceilings? 

How can a dealer take the guesswork out of his 
hand tool inventorying? 

How does Mohawk package its flush doors? 
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Photo courtesy West Coast Lumbermen's Association 


Springtime happiness... 
by the board foot! 


Spring song . . . sound of saw and hammer as new homes 
take shape and old ones are improved. Joyous and easy 
are these projects, thanks to the magic usability of 
WOOD! Sturdy frames go up quickly: wood sidings 
give that modern look: glowing, friendly wood endows 
floors, walls and ceilings with permanent beauty 


WOOD 


is today’s most satisfactory, time-tested and important 
building material. There’s plenty available and modern 
tree farming methods ensure an endless supply. So. . 
take advantage of the Spring urge to reinforce your 
lumber business, and let your National-American Lum- 
ber Wholesaler help you —~ to buy or to sell. He’s com- 
pletely up-to-date on sources and outlets in this complex 
field, and can save you money and time. Get on the 
phone to him today. 


it'e GOOD business... to DO business... with 
NATIONAL -AMERICAN LUMBER WHOLESALERS 


i EshilelalsleyWiilclalasia 


WHOLESALE 


Lumber Association 


‘41 East 42nd Street, New York 17, N 


11) Yeon Building, Portiand 4, Ore 


Cirele No. 19 on Coupon, page 66. 
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Mengel Wood Cabinets 


(Ore . Mengel Company announces a new 
line of wood kitchen cabinets. The 
Fiberglas Ceiling Board platinum birch finish of Mengel’s 
Crestwood cabinets blends with every 
Fiberglas acoustical ceiling boards decorating plan. Petal-shaped pulls 
for modular ceilings make it possible glow with an antique pewter finish 
to fit the ceiling to the building with Stimulating color to suit the home- 
corollary savings in labor and reduc- maker’s tastes comes in the Micarta 
tion of waste, it is said. Light in counter tops, with a choice of 11 colors 
weight yet strong enough to support to give the one-of-a-kind look. A 
themselves over long spans, Fiberglas Menge! exclusive is the Daisy Floral 
boards will not buckle, warp or ex- pattern, of tiny stylized flowers in 
yand, it is claimed. Three types of yellow, red or grey on a white back- 
‘iberglas boards for modular ceilings ground. Colorful Perf-O-Slide doors 
nouneed. The new product, called are offered: Stria, with a_ white- in white or bright tones are available 
Granitized Corrulux, is the result of a grooved ceiling surface; Sonofaced, in for color accent, too, in cabinet doors, 
new manufacturing process, perfected which the boards are encased in color- or as soffits, providing valuable stor- 
after six years of research. The su ful du Pont Mylar film facings; and age space between the tops of the wall 
perior erosion resistance of the new Textured, with a soft white finish. The cabinets and the ceiling. The Mengel 
product is said to assure longer lasting ceiling boards are claimed to be fire- Co., Dept. AL, Louisville 1, Ky. 
beauty and appearance and consist safe, odor-proof and rot-proof and are Cirele No, 215 on Coupon, page 66. 
ently higher levels of light transmis- available in a variety of sizes, includ 
lon in sks ight . idelights, awnings, ing eight standard sizes ranging frum : : 
= 1 ve 7 se — 24 x 24” to 48 x 48” for commercial When answering advertisements 
expose IBLE iu on 4) ‘ ‘ 
ms F Gla Fibers Co, Dept. AL. buildings. Owens-Corning Fiberglas please mention 
P. 0. Box 20026, Houston’25, Texas. | © COrP» Dept. AL, Toledo 1, Ohio. AMERICAN LUMBERMAN 


Civele No, 215 on Coupon, page 66 Cirele No. 214 on Coupon, page 66, 


Granitized Corrulux 


The development of a glass fiber 
reinforced plastic building panel which 
is said to last up to six times longer 
than ordinary plastic panels is an 











DURABLE minted" THE UNBEATABLE COMBINATION 


Low Mune . Hich Quatity. .. Low Price! 
FARM : 
BUILDINGS 


with J. NEILS 
TREATED POLES 














on E in 6 popular sizes,* easy-to-sell 
Taper Trend legs offer you a good profit margin 
and complete customer satisfaction. Made of heavy 
sheet steel formed into a 3-sided leg resulting in a 
triangular, tapered leg that provides the most 
modern design on the market. Taper Trend legs are 
ideal for easy assembly of any ‘do it yourself” 
More and more of your cus- furniture—tables, cabinets, stands, desks, etc. Legs 
tomers are asking about have plastic tips. Finished in black, bronze or brass 


te le fre constru 
oe se sone os vem : Packaged 4 to a set, complete with screws. 
ww eCCcauU cu see 


lasts longer. Treated Lodge *Sizes 6”. 8”. 11”, 15”, 20”, 28 


pole Pine from J. Neils is the tribe, 
answer to their needs and to e Other Taper Trend products of interest to you: Room 


increased sales for you... dividers, indoor-outdoor fireplace grills, flower planters, 


J. Neils poles are straight, LUMBER COMPANY TV tables. 


strong-——selected from our 


own timberlands...and treat WRITE TODAY 


ed (penta or creosote) in our MILL AND TREATING PLANT 

own plant. Mixed cars can AY FOR | pi Ju nd Dreducts 

include poles with treated or a i. 

untreated lumber, Write for LIBBY, MONTANA FREE LITERATURE 322 N. WEBSTER 

information DEALER PRICES NAPERVILLE, ILLINOIS 
Circle No, 20 on Coupon, page 66. Circle No. 21 on Coupon, page 66. 
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Lookout 
Doorsight 


eB: 


Lookout, the new household door- 
sight, allows you to see who is at your 
door without being seen. Lookout 
allows you to talk and hear without 
opening the door. Its overall size, 
5%” x 7”, gives a large enough view- 
ing area to identify the visitor. The 
speaker is also large enough that an 
outside voice can be heard distinctly. 
The installation of Lookout is said to 
be simple and needs only ordinary 
tools. The Lookout brass finish is 
coated to protect against weather. It 
is moderately priced for the average 
homeowner. Nielsen Mfg. Co., Dept. 
AL, 5788 Venice Blvd., Los Angeles 
19, Calif. 


Cirele No, 216 on Coupon, page 66. 
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Wrought 
Iron Railings 


===: 














ae 


Seeking to provide a more attractive 
column to go with its do-it-yourself 
wrought iron railings, Versa Products 
has a new design of column. The new 
design incorporates a simpler scroll 
as part of the column itself and elimi- 
nates the work of adding ornaments 
when making the installation and per- 
mits reduction in the inventory of 
ornamental! units. The end scroll, op- 
tional for use on front newel posts, 
has been redesigned so that it can 
also be used as a column scroll, op- 
tional for use on the top of columns 
to give a more finished effect. This 
will replace the two separate units 
formerly used. Versa Products Co., 
Dept. AL, Lodi, Ohio. 


Cirele No. 217 on Coupon, page 66 


Masonry 
Scaffold 


This new Morgen adjustable exten 
sion scaffold replaces the 12’ and 19 
units that are no longer being pro- 


Burping VPropucts MERCHANDISE 


duced by the manufacturer. The new 
extension scaffold is composed of two 
basic parts: a 10’ tower base section 
with three interchangeable tower ex- 
tensions of 2, 6 and 10’ that fit into 
the tower base in sleeve-like fashion 
for greatest flexibility and increased 
height; an adjustable triple platform 
carriage, suspended by cable from the 
top of each tower which carries sepa 
rate platforms for the mason, material 
and tender. Each carriage is adjust- 
able to any height on the tower 
Morgen Mfg. Co., Dept. AL, Yankton 
S. D. 


Cirele No, 218 on Coupon, page 66 


Ceco Window 


Sy 
a 


A new aluminum integra! fin-trim 
residence casement is announced. This 
window saves time in any kind of 
construction, claims the manufacturer 
In frame buildings, siding material 
can be applied up to the trim, with 
out other finishing; fin portions are 
punched for anchoring with screws 
or nails. In veneer and masonry con 
struction, the trim can be used as a 
convenient masonry guide, it is said 
In solid masonry, the fin gives ancho1 
age in standard openings. In stucco 
construction, the trim is the right 
depth for framing. This new Ceco 
window is available in popular types 
and sizes. Ceco Steel Products Corp., 
Dept. AL, 5601 W. 26th St., Chicago 
50, Ill. 


Cirele No. 219 on Coupon, page 66. 
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What's Your Answer? 
(Questions on page 57) 

See NEWS, page 10. 

One every 4') hours. One out of 
every 14 yards in the United 
States has a fire each year. See 
Mosler ad, page 9. 

Painting. See page 34 for a break- 
down of a recent newspaper sur- 
vey of home improvement projects 
planned for this year 

One of the largest summer ply 
wood promotions in the associa- 
tion’s history. See page 42 for 
details. 

Through revolving 
counts, See page 11. 
In polyethelene bags. See page 2. 
4 mobile showroom which brings 
samples to the job. See page 44. 


charge ac 


Through ornamental ceilings. See 
page 25 for information about a 
special booklet covering the de- 
tails. 

With the Profitool system. See 
page 38 which tells how one dealer 
almost doubled his hand tool sales 
in 90 days. 

In plastic bags which keep them 
dry and clean, even when exposed 
to weather. See page 28. 


i 
| 
| 








™ BENNETT 
2-WAY PANEL SAW 


This Machine Is 


SOLVING THE 
PANEL CUTTING 
PROBLEM FOR 


® Retail Lumber Yards 
® Cabinet and Woodworking Shops 
® Sash and Door Mills 
Prefabricators 
Building Contractors 


Distributors and Retailers of 
Sheet Plastics and Tileboards 


Check These Advantages of 
The Bennett 2-Way Panel Saw 


UNIQUE—RIPS OR CROSS CUTS 


Rips or cross culs con be made without 


removing panel from machine 


ONE MAN OPERATION 


One man con cross cut or rip ao 4 « 12 
pane! alone and quicker than two can on 
a table saw 


ACCURACY 


All cuts are consistently squore. Vertical 
and horizontal scales are attached for selec 


tive cuts 


SAFETY 


Machine is foolproof; can be operated in 


complete safety by unskilled help 


A RE-ORDER — THE MOST 
GENUINE ENDORSEMENT! 


EDWARD HINES LUMBER CO., CHICAGO 
TYNAN LUMBER CO., CALIFORNIA 
ALEXANDER LUMBER CO, ILLINOIS 
PETER LUMBER CO., PA. and NN, j 
WHIPPLE 8805., INC PA. and N.Y 

U. $. PLYWOOD CORP., N.Y. ond WN. J 
SCHMOYER LUMBER CO., PENNSYLVANIA 


For Folder and Prices Write 


Richard C, Bennett Mfg. Co. 
LACEYVILLE 
Pennsylvania 


so sinnteaieinile cnalaiesliidiadiaeiaedldieenaai a 
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finish resembles that of polished gran- 
NEW PRODUCTS Ss oe ite. Starfire tile is available in 11 
ae ee ni colors. Important feature of this new 
iret Ge tile is the method of installation. 
Starfire is designed to be installed 
directly on dry wall construction, re- 
ports the manufacturer. The Bettinger 
Corp., Dept. AL, Waltham, Mass. 


Civele No. 221 on Coupen, page 66. 


(hegine on page 54) 
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Hardwood Paneling 


This paneling is V beveled end, V 
beveled edge, including oak, elm and 
butternut. The stock is run on high- 
speed bali-bearing machines in %” 
thickness, 4, 5 and 6-in. widths, and 
run in two grades of clear and char- 
acter marked. This stock is aill 
straight-line ripped and is easily in- ‘ 

Stanley Power Saws stalled, as it on be spliced any place 

P r °6. 7 1 8” tabl in the wall, either vertically or hori- Pro-Tint Colors 

j new iine o / ane orvabpie D , > . T : 
power saws designed for the builder mei a “e manrestares This A new line of professional tint- 

paneling can be finished in a number ' ‘ om : lvethyl 

who wants exceptional cutting power, of ways and color combinations. Mad- ing colors packaged in polyethylene 
maximum safet and overating effi noes Scilion & Whee : -C ie: AT squeeze-type plastic containers is an- 
ciency, is announced by Stanley Tools Spy a i Wi; ring \0., Vept. AL, nounced, Marketed under the name 
Features include: the exclusive Stan Spring Valley, Wis Pro-Tint, these new tinting colors are 
ley patented blade mounting called Cirele No, 222 on Coupon, page 66 special, accurately controlled formula- 
the Motor-Saver drive, which protects tions that provide permanent colors 
the motor against shock from sud over the entire range of typical oil 
den impacts; a free-start blade guard; color hues. Along with the Pro-Tint 


for vertical or Starfire Wall Tile colorants and plastic containers, the 
manufacturer has prepared a precision 


A new ceramic-on-steel wall tile, tinting guide. Pro-Tint tinting colors 
which is claimed not to crack, craze are also available in 1%-ounce tubes 
Stanley Tools, Dept. AL, 111 Elm St., or color fade, is available. The new and \%-pint, quart and gallon cans. 
~* 96 . ‘ "! ‘ “ tile, named Starfire, is completely Rockford Paint Mfg. Co., Dept. AL, 

ow Eritain, Vonn washable and is resistant to all stains, Rockford, Ill. 
is said. The high-fired ceramic Circle No. 223 on Coupon, page 66. 


a two-position handle, 
horizontal cuts. To introduce its line, 
Stanley is offering one each of its new 
line of three saws at new low prices. 


CLivele Neo, 220 on Coupon, page 66 it 








REDUCE delivery costs 





de‘cor LOUVERED DOORS 

More and more customers are demanding 
quality louvered doors! Shouldn't you 
capitalize on this trend to Grand Rapids 
craftsmanship, de‘cor louvered doors? 


de’cor sHurters 

Tailor-made in the quality Grand Rapids 
tradition; plus our specialized consultation 
service on all your problems of measure- F 
ment and installation Complet 
Bed: Shipped 
KD. Easy 
Assembly & 


Mounting 
. 
. hay Write, h t Unioad a Load 
Write for new illustrated book i eee rive re, phone for 
let with complete sales infor , Catalog ond Prices or Half Load at a Time 
mation and profitable discounts 


~ betes eat The R-B Company 


| © | Ge’ COr OF GRAND RAPIDS, INC. | | 
snw | 1613 Eastern Avenue, S. E., Grand Rapids, Michigan \ 1921 Guinotte, Kansas City 20, Mo. ] 


1 Associate Member Grand Rapids Furniture Makers Guild a —_ 








Circle No. 22 on Coupon, page 66. Circle No. 23 on Coupon, page 66. 
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39 Books on Subjects of 
Interest to Lumber Dealers 


ARCHITECTURAL 

SIMPLIFIED ARCHITECTURAL DRAWING 
Truman C. Buss, Jr.. 
Practical help for your Design Departme nt 
in making working drawings for remodeling 
and new home jobs. Includes more than 160 
problems to fit your needs, 258 pages, 264 
tllustrations 


ELEMENTARY STRUCTURAL DESIGN 
Charles O. Harris 
Quickly prepares the building tradesman "to 
solve common problems of structural design, 
through a working knowledge of the prin 
ciples involved, Theoretical discussions are 
discarded in favor of information which can 
be put to immediate use. Each topic is ex- 
plained in a series of short steps with illus- 
trations, and practice problems and answers 
163 pages 
HOW TO REMODEL A HOUSE 
J. Ralph Dalzell and 

Gilbert Townsend 
Here’s real help in the year of “Operation 
Home Improvement”: a history study 
to give your Design Dept ideas on 
how to solve the remodeling job successfully 
Contains a checklist method to plan the 
thrifty use of new materials in relation to 
materials in the original house, 528 pages, 
350 illustrations, 14 tables 


HOW TO PLAN A HOUSE 

Ralph Dalzell and 

Gilbert Townsend $6.95 
Contains all the basic and authoritative in 
formation necessary planning a house, 
shows your draftsmen and builders practical 
ways to work out the features new home 
prospects want in their “dreamhouse.” 584 
pages, over 400 illustrations and tables, 


BLUEPRINTS 

BUILDING TRADES BLUEPRINT READING 
J. Ralph Dalzell $2.40 
With the clearness of a primer, this book 
offers a concise explanation of the principles 
of reading the blueprints used in the build 
ing trades. Helps the reader quickly under 
stand conventional symbols and terms. Sets 
of practical questions and answers make it 
ideal for study at home. 142 pages, 110 illus 
trations 


BLUEPRINT READING 

Dalzell, McKinney and Ritow $1.75 
A self-help book that presents the funda 
mentals of blueprint reading for the building 
trades. Partial list of contents: Architectural 
conventions. Dimensions on blueprints Spec 
ifications and notes on blueprints, Reading 
plans. Questions and answers. 111 pages, 69 
illustrations 

HOW TO READ ELECTRICAL BLUEPRINTS 
Heine, Dunlap and Jones $4.75 
This book covers the entire field of elec 
trical blueprint reading, providing you with 
information to readily visualize a job from 
the symbols on the blueprint. You will be 
particularly interested in the chapters on 
how to read Architectural, House-Wiring 
and Administration Building blueprints, 311 


pages. 

BUSINESS RECORDS 
MODERN PRACTICAL ACCOUNTING 
Earl A. Saliers $4.00 
Your business will profit n more with accurate 
records to aid in daily operations. This book 
gives you and your staff a working knowl 


$5.25 


case 
many 


BurILpDING Propucts MgrcHANDISER 


edge of accounting to help you 
tical 1 


gerial decisions 765 th 
illustrations 


BOOKKEEPING FOR BUSINESS 
AND PERSONAL USE 

Raymond V. Cradit—two volumes 
In readily 
books explain the purpose of vari 
ness and personal records, and he 
them 

Vol. I 


Concentrates on 


mana 


understandable terms, the 


sand metho 
record daily bu l 
326 pages, 15314 
Vol. Il 
Describes records and pre cedure 
to the or set-up 
corporation, incor poral mn plus 


business anal 


ganizationail 


essary to overall 


88 illustrations 


CARPENTRY AND LUMBER 
CARPENTRY 
Gilbert Townsend 
An A-to-Z treatise on simple 
uding framing 
carpentr work, exteri 
buildings, buildin 
504 pages, 58 


building 
struction, incl roof cons 
lion, general 
interior finish of 
and working drawings 


trations 


FUNDAMENTALS OF CARPENTRY 
Walter E. Durbahn—two volumes 
Your shop trainees can quickly be an 
if they read 
Vol. J Tools 
Easy-to-follou 
tification and choice of woods and n 
how to 


ustrations 


S500 


asset 


Practice $3.50 
tool se 


Materials 


guide for ection, iden 
aleriais, 
use of the steel square read blue 
prints 136 pages 2434 
Vol. Il—Practical Construction $4.50 
Detailed instructions on constructing 
ing, various processes and why they are 


444 pages 3/8 illustrations 
CABINETMAKING AND MILLWORK 
Alf Dahl and J. Douglas Wilson 
Even 


something 


a build 


used 


$4.95 
men can learn 
Pre tested 
jobs, how to 


your experienced hi 
this book 


from ents 


practices on a wide scope of 
errors which reduce efficiency and 


to solve the problem quickly, 235 


eliminate 
hou 


over 


safety, 
pages, 
THE WOODS YOU USE 

Reprinted from Wood and Wood 

Products 

Did you 
cially only 16° 
species? This 
complete 


250 illustrations 


$1.00 

that we are u ing commer 
of the t 
book of ar 
picture of 
general propertie 


Uses 


knou 
ital number of tree 
licles gives ( a 
quick, these leading 


woods, including source 


and specific commercia 


STEEL SQUARE 
Gilbert Townsend 
True 
only a necessity 


nsitruction 
With thi 


man 


measurernicent in ce 
shill 


the young carpenter learns the 


itiwa 


to use accurately, his mo 


teel 


of, and hou / 


uable measuring tool—the square. In 


illustrative problem 


of house construction 


from start to 


Indexed by in 


for easy relerence 1/72 pages 


cludes 
finish, 
dividual jobs 
TECHNIQUE IN RIPSAWING 

] E. Hyler S$] 
Shows shop and mi men the correct pro 
cedures to apply in ripsawin and the man 
uses of this versatile ol. Cover t 
the right blade for the hy har penis 


and handling as well as discussions on 


COMMERCIAL HARDWOOD 
IDENTIFICATION CHART 

B. EF Kukachka and | 
r 


n the sir 


Reno 


ivi quick 
iif hay 

a hand 

and white 


ur other ce 


150 GLUING QUESTIONS 
AND ANSWERS 

Thomas D. Perry 

Helps sales 


truction 


your 
feature 
yourselfer with 
sents the answer 
ues-—from mixin 
and metho 
ld pressing 


problems as 


ment 
and ct 


we as? 


ESTIMATING 
SCRIBNER’S LUMBER AND LOG BOOK 
| M. Scribner $1.00 
Vest pocket size be 
ling and p ink mee 
duced to 


luced to inch mea 


quare 


a caiculiations 
aiue to everyone ¢ 


her business. 1950 pa 


SIMPLEX PRICE BOOK 


Pocket size, loose 
her. Columns pre 

piece price unde 

Cut mars 

Complete book wit 

leaf cover, $3 

LEAVER’S OFFICIAL ESTIMATOR 
James W. Leaver 


1 compreher ive olle rT i al cor 
quick 


oul 


$15.00 


parison tabies 
accurate resuit i ( f fini ola in ali 
variation ivi ( mber di 


1 tin 


practical 
ensions ane furing 


nillwork, mouldir doors 


Other wood ( 


and 
ESTIMATING CHARTS FOR 
FARM BUILDINGS 

Ek. A. Malm 

1 new 

te fale Chart 

ar Sim pi 

desired o7 


coiumn 


Bound tr 
hinder 


reference 


qt uich 
HOW TO ESTIMATE FOR THE 


BUILDING TRADES 


lownsend, Dalz md McKinne $6.75 


fual 


« « « be sure to also look on the next page... 
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~«e 39 books of interest to lumber dealers (continies) oe 


marble and tile, painting hardware, lino 
leum, heating and air-conditioning, plumb 
ing, glass, curtains and shades, 629 pages, 


310 illustrations 


THE LUMBERMAN’S ACTUARY 

John W. Barry $16.50 
in one here are arswers to almost ary 
estimating problem you have. Use its 
tables to compute lumber feet and price per 
piece or by the thousand, discounts, areas 
wages, pricing wall 
board, mouldings, 
Most comprehe nsive edition ever 
pages; top dollar page revised upward to 
$100 per M, with starting unit price of $20 
Fasy cut-in index tabs 
give instant reference to any page, cover ts 
fabricoid with stitched binding to 
"in site 


book 


may 


units of shingles and 
other building materials 


now 560 


and quich to use 


durable 
lie flat; convenient § 


EXPERT LUMBER PRICER 

E, M. Hiatt $7.50 
A page for each price per thousand, in steps 
of $1 from $25 to $150, and steps of $5 from 
$150 to $200. Along the left side of each 
page are listed by thickness and width the 
different items carried in the ordinary re 
tail yard, and along the top margin are the 
various lengths, Turn to the price and find 
where the item and length lines cross, then 


find price per piece 
HANDY LUMBER CALCULATOR 


4” x bY, 


5O0¢ 
manual including a 


A useful pocket size 
sizes, log 


lumber calculator for standard 
rules, estimated weights of lumber and use 
ful miscellaneous lumber tabulations 


LUMBER CALCULATOR 
W. H. Solomon 
A help for 


quickly the number of feet board measure 
in different sizes of lumber especiall where 
fractional parts of an inch ave to be figured 
LIGHTNING VENEER CALCULATOR 
Vermeulen 

Aid to manufacturers and 
veneers for an handy and simple 
calculator, Tables cover all dimensions from 
1/16 inch to 48 inches wide and from 1] inch 
to 144 inches long 


INSULATION 
HOW TO INSULATE HOMES 
AND FARM BUILDINGS 


Paul Dunham Close 


$2.00 


ascertaining accurately and 


$5.00 
veneer users of 


accurate, 


$3.25 


Isn't it a fact that how to apply insulation 
is becoming a big question from more of 
This book, in 
your sales staff sup 
owners with 


204 page 


your customers every year? 
condensed form, helps 
ply builders, farm and home 
the answer and the insulation 


117 illustrations, 19 tables 
BUILDING INSULATION 
Paul D. Close 


Inylthing you 


& OF 
$59.25 
our sales fat} and contrac 


about insulation can be 


Covers the 


lors want to knou 
found in this book 


of heat and sound insulation, including the 


entire field 


developme nt of commercial insulations, t pes 
and how to apply, theory 
thermal insulation, relative 
fuel 
prevent 


and economics of 
co-effi 


of various 


heat-loss 


cients of materials, savings 


insulations, how to condensation 


402 pages 
MASONRY, CLAY, CONCRETE 
CONCRETE BLOCK CONSTRUCTION 
FOR HOME AND FARM 
J. Ralph Dalzell and 
Gilbert Townsend $3.25 
The authors contend anyone can plan and 
build, correctly, a structure 
blocks. And they prove it. More 
cise, clear explanation of block construction 
this 
methods 


from concrete 


than a con 
for the handyman or novice, hook also 
presents efficient 
practical suggestions of value to even ex 
block-layers typical 
with step-by-step illustrations 


the most and 


perienced Includes a 
job example, 
216 page 


MERCHANDISING 


EFFECTIVE RETAIL SELLING 
Bernard F. Baker 


dny member of your 


$2.95 
sales staf], new or old, 
will be if he applies the 
tested methods of sales Pp and per 
sonality deve lopment prese nied in this book 
sources for 


more produc live 
chology 
listing of 


Includes an excellent 


merchandise information, 287 pages 


BUILDING PRODUCTS MERCHANDISING 
Reprinted from American 
Lumberman 

Over 40 pages of practical neu 
can put to use today to sell 
materials, Presents case history examples of 
the merchandising techniques being used by 
several dozen lumber dealers to increase 
sales of builders hardware, roofing and sid 
ing, windows, flooring, hand tools, paint, 
other important building products 


75¢ 
ideas you 


building 


more 


MOULDINGS 


STANDARD MOULDING BOOK 

, $1.00 
Makes it easy to select and order by num- 
ber the 
Shows 


spec we 


pattern you vant for an use 


250 mouldings in actual size per 
detail of 


price 


PLUMBING 
HOW TO DESIGN AND 
INSTALL PLUMBING 
A. J. Matth‘es, Jr 


Package selling of 


OUVET 
with 


dese riplion of dimensions 


full outline, and 


and use 


$4.25 
bathrooms and kitchens 
is becoming a big source of profits for more 


This book will 


stafl and contractor-custom 


and lumber dealers 
help you, 
ers on questions related to plumbing instal 
lation, Contains a complete ¢ xample of the 
plumbing desigon and installation of a mod- 
ern bath specifi 


cations and full size blueprints 


SHOWROOM DESIGN 
16 NEW SHOWROOMS FOR 
MERCHANDISING BUILDING MATERIALS 
Reprinted from American 
Lumberman 
This booklet 
ideas to help ou 


more 


our 


two residence, including 


$1.00 


and 


ee ee 
offers many new ylans 
build or 
greater efficiency 
histor stud il 
both 


successfull 


remodel your 


and sales 
hows 
cities and 
solved the 
You will 


such sub 


shou room for 


how 


volume { (ase 


lumber dealers in large 


small 


problem of outmoded showrooms 


towns have 


find dozens of suggestions coverin 


displa y, 


layout 


MISCELLANEOUS 
WOOD INDUSTRIES DICTIONARY 
Nelson C. Brown $1.50 
Here in one source is a concise, comprehen- 
terminol- 


jects as lighting, self-service and 


store 


sive ex planation of the industry's 
1400 and definitions, 
abbreviations make it a valuable 


ogy. Over terms and 
over 400 


reference 


CYCLOPEDIA OF BUILDING TERMS 

Compiled by American Lumberman .50¢4 
Useful to newcomers in the industry and ex 
handy refer 


perienced personnel alike 1 
terms, charts 


ence to 1000 
and tables; fundamentals of light construc 
tion; legal terms connected with the build 


over building 


ing field 


To order: check names of books you want, fill in, cut out and mail the coupon below. 


ARCHITECTURAL 

Simplified Architectural Drawing 
Elementary Structural Design 
How To Remodel A House 

How To Pian A House 


BLUEPRINTS 

Building Trades Blueprint Reading 
Blueprint Reading 

How To Read Electrical Blueprints 
BUSINESS RECORDS 

Modern Practical Accounting 
Bookkeeping for Personal and 
Business Use 

Vol 

Vol. Il 

CARPENTRY AND LUMBER 
Carpentry 

Fundamentals of Carpentry 

Vol 

Vol. Il 

Cabinetmaking and Millwork 

The Woods You Use 

Steel Square 

Technique in Ripsawing 
Commercial Hardwood Identification 
150 Gluing Questions and Answers 
ESTIMATING 

Scribner's Lumber and Log Book 


$ 5.00 
5.26 
5.26 
6.95 


PN) 
se 


~—~— —- NK 2 ew nn 


S$ s8xs38es = 


—_ 


Simplex Price Book 

Leavers Official Estimator 

Estimating Charts for Farm Buildings 

How To Estimate For The Building Trades 

The Lumberman’s Actuary 1 

Expert Lumber Pricer 

Handy Lumber Calculator 

Lumber Calculator 

Lightning Veneer Calculator 

INSULATION 

How To Insulate Homes and Farm 
Buildings 

Building Insulation 

MASOWRY, CLAY, CONCRETE 

Concrete Block Construction for Farm 
and Home 


AMERICAN LUMBERMAN, 
|39 N. CLARK ST., CHICAGO 2 


MERCHANDISING 

Effective Retail Selling 2.95 

Building Products Merchandising 76 

MOULDINGS 

Standard Moulding Book 

PLUMBING 

How To Design and Install Plumbing 

SHOWROOM DESIGN 

16 New Showrooms for Merchandising 
Building Materials 

MISCELLANEOUS 


Wood Industries Dictionary 
Cyclopedia of Building Terms 


1.00 


ILLINOIS 


Enclosed is my check in the amount of $ 


checked above. 
Name 

Adares: 

City 


"a 





for a limited time t anniversary 

pecial four-inch wall brush with the 

exclusive exploded | at 3 pa 

price Incl ded t cw ( 

is also a 1%” t bru The pach 

age inciudes, addition te the 4 
tT a) t COUT 


brushes, a four-colo 

card and a supply of hand-out 

ers. This offer will terminate May 31 
plays this attractive merchandise: The Wooster Brush Co., Dept 
prominently in his store for four Wooster. Ohic 
months. Carlon Products Corp., Dept ‘ 
AL, 10225 Meech Ave., Cleveland 5, Cirele No 
Ohio 


Circle No, 224 on Coupon, page 66 


WoosTer 


109 an 


Carlon Guarantees Sales 


This guaranteed plastic pipe sales 
package, offered by Carlon Products, 
sells or you get your money back. i 
Here’s an opportunity to test the epost 
potential of plastic pipe for dealers z oe DFPA Boat Package 
who have not stocked it in the past. , 
The package consists of three 100’ “ now oe he ’ 
coils of plastic pipe in popular sizes A 2-for-1 Sale of ju on “ 4 ati 
and an ample selection of plastic fit- ae me Bares os beens 
tings in an attractive merchandiser 
along with streamer, brochures and 
other sales aids. Carlon announces 
it is so sure of the market for plastic 
pipe that it agrees to take back any 
items not sold after the dealer dis- Sale. Wooster is making available 


To celebrate 105 years of making his complete ready 


fine painting tools, Wooster is an 
nouncing a new anniversary sale offer 
Packaged in a new self-selling, at 
tractive display carton is a 2-for-l 


age is tailored to he 

ind other materia to do-it-your 
boat builder The i ciation off 

it ales helps in two sectior on 


(continued on page 67) 





the most versatile JOIST HANGER 
ever developed 


Above is average of timber being cut today en our second “4 e FRAMIN 

cycle cutting on 200 Thousand Acres of timberland. Annual Teco V7, “—« if G 
cut 20 Million for past half century under exacting Forest ANCHORS 
Management Plan without depletion. 


= 





heavy strap hangers 


HARDWOODS — WHITE PINE — HEMLOCK ELIMINATE | notching 


shimming 


DEFEND YOUR TRADE WITH One size fits joists from 2x4” to 2x12” 
STOCK ONE SIZE ONLY! 


MENOMINEE INDIAN tt Write today for Dealer Arrangement 
Neopit, Wisconsin TIMBER ENGINEERING COMPANY 


Dept. 56-A 
1319 18th Street, N.W., Washington 6, D. C. 
Circle No. 24 on Coupon, page 66. Circle No. 25 on Coupon, page 66. 
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Air-dried QUALITY LUMBER Kiln-dried 








Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates. 


1 Time —2e per word for each imeertion. 
Minimum charge of $1.00 per line. 


3 Times — ISe per word for each consecutive 
insertion, Minimum eharge of T5e 
per line. 

Add $1.50 

A. per ineertion tor blind ads beering 


Me agency commission cash discount 
diewed. ™ 


All ade tor classified section must be in Pub- 
lisher's olfice 14 days preceding dats of pubii- 
cation. Advertisements are set in uniform 6 
oat site No cuts or special border 


Replies forwarded without additional charge. 
Count five words to @ line and when less are 
specitied ot used, regular line rate ie charged, 
When answering bo mbe mailing 
for ade address ‘iow for i ea 


AMERICAN LUMBERMAN, INC. 
190 N. Clark &., Chicage 2. lu. 





HELP WANTED 





MILLWORK DETAILERS AND BILLERS 
Wanted by a reputable custom millwork con- 
corn in Ohic, Experienced in shop 
Govtoge of Architectural Woodwork for b- 
lie buildings, churches, schools, ete. Bive 
complete information regarding experience. 
age, salary, availability and a sam of 
drawings, possible, when repl . Perma- 
nent employment and excellent wor con- 
Sion ooly Box No. K-49 American Lumber- 
man, Inc, 


WANTED: Estimator—also count ws ° 
erm Michigan. Address eg Fg aw aa 
Lumberman, Inc. 


SIDELINE: Make 850.00 weekly sellin 
Do-It-Yourself Sign Making Kits. Your = 
tomers will appreciate this service. Write for 
circular. Sales kit furnished. 


Pruchey Service Co. 
Napoleon, Ohio 


Outstanding opportunity awaits man who 
knows manufacturing of moulding and seeks 
advancement. Small but modern moulding 
eat with limited possibiliti wants am- 
itious operator. Salary plus. Give age, ex- 
perience, relerences and starting salary ex- 
poste. Albuquerque Moulding Company, 

urdue Pi., Albuquerque, New Mexico. 


Junior Salesmen to assist distributors in Home 
Improvement Line, Must be neat, ambitious, 
experienced and willing to travel. Excellent 
starting salary and opportunity, 

Apply at Benada Aluminum Co. 

706 &. Biate Street 

Girard, Ohie 


PAINT SALESMEN 
Well-known manulacturer of quality paints, 
ls and v ish is instituti broad 
cupensen plan and has openings for several 
ee ~ a in territories on the Eastern sea- 
oard. 








Paint experience not necessary but must have 
following among hardware, paint and build- 
ing supply dealers. 


Attractive salary—bonus—excellent opportunity 
for successtul sales producer to make substan- 
tial earnings. 


Send complete resume of experience. Our men 
know of these openings. Replies confidential. 
Please address Box No. M ry] American Lum- 
berman, Inc. 


WANTED: Qualified office man, under 35. with 
accounting training. Experience in construc- 
tion helpiul but not essential. College gradu- 
ate prelerred. Send experience and training 
record to unningham Bros.. Inc. General 
Centractors, Beloit, Wisconsin 


Wholesale lumber firm desires to ¢« nd 
Douglas Fir Transit business. Chicage .— 
Excellent opportunity for aggressive ambitious 
you moan with lumber sales or wholesale 
experience. Reply in writing to: 


DYKEN LUMBER COMPANY 


520 N 
anes ater me 








HELP WANTED 


SITUATIONS WANTED 








WANTED: Experi 4 ger for Western 
Pennsylvania lumber yard. Give references 
and salary desired. Address Box M-22 Ameri- 
can Lumberman, Inc. 


DISTRICT MANAGERS WANTED 
Ui you already have a good job as a salesman 
or sales manager for hardware, paint, building 
supply or related products: ff you're a real 
go-getter, with proved ability to open new 
accounts and develop a territory: if you can 
hire, train and « ohter men to do the 


sibility, may 1 
you're looking for. It's a real chance to “show 
yous stuff’, to take a partly devel terri- 
ory with terrific potential and build it up 
your way, with your men and your methods, 
and most important of ali, th rewardse— 
salary and bonus—in proportion to your re- 
sults. We are an old, well-established Eastern 
manufacturer of high-quality paints, enamels 
and varnish petitive! ed. Our men 
know of this advertisement. Write. giving com- 
plete information and experience. Your letter 
will be held in strict confidence. Please ad- 
dress Box M-53 American Lumberman, Inc. 





SALESMAN WANTED 
Age 25-35. Interested in selling and willing 
to travel. To b .¢ goatee with _ f ~ 
turers age establis ears. peri- 
ence in uilding materials or bardwars de- 
sired. Headquarters Birmingham, Alabama. 
Good future assured to one having ambition 
and initiative. Reply advising marital status 
and other pertinent informaiton. Interview will 
be arranged in either Birmingham or New 
Cneans. dress Box M-54 American Lumber- 
man, Ine. 





MILLWORK ESTIMATOR 

Unusual opportunity offered to man of good 
character king ti with tabl 
architectural woodwork concern specializing 
in custom millwork. Must be competent, re- 
Hable, under 50 years of age, knowledge of 
Cost Book “A” helpful but not essential. 
Salary to start $7000.00 per year plus other 
benefits. In replying state experience, qualifi- 
cations, when available and enclose photo. 
Reply Box M-55 American Lumberman, Inc. 





MEN 

POR EMPLOYMENT BY 

MONTANA RETAIL LUMBERMENS 
ASSOCIATION 


Specifications: : 
We are looking for one man to add to our 
Architecture Planning and Loan Service De- 
partment stafi. Must be graduate of recog- 
d acheol of architecture. Should have two 
te five years satislactory experience in prac- 
tical drafting or some field of retail merchan- 
dising, on-the-job construction or building 
estimating, either before or after graduation. 
Record must indicate apptitude and interest 
in handising and busi administration 
rather than strict pursult of architecture as a 
profession. 


We are looking for another man who may well 
have the same qualifications except that his 
college degree would be acceptable in Busi- 
ness Administration, Forestry or Engineering. 
rather than architecture. 


Il 

Age of either should be between twenty-eight 
and forty years. Each must have a record of 
ability to g fully his own finan- 
celal and family afiairs and own personal 
conduct. The record of each from freshman 
high school on must indicate natura! inclina- 
tion to participate in group activities and 
“make the team."’ It doesn't have to be the 
first team nor are star performers being 
sought. 








Either one of these positions afiords an op 
oy for training the field of Trade Asso- 
ciation Administration. 

Applicants contact: 


W. J. HOWARD 
P. O, Box 1 
Missoula, Montana 


Wholesale plywood jobber—undergo' large 

expansion program—looking for salesmen. 

Young men with good following in downstate 

Indiana and one for South Side of Chicago. 

Wondertul oppertunty with chance te become 
rm. 


member of Good salary and excellent 
comeissions for right _— Address Box M-40 





Thesongidy experienced wholesale Transit Car 
d Distributi ard manager 
available. Address Box K-62 Keostess Lum- 
berman, Inc, 








Estimator and experienced lumberman. Prefer 
Midwest. age 48. Address Box L-45 American 
Lumberman, Inc. 


Experi dl berman, 47, like outside sell- 
ing, have car, will relocate. Prefer independent 
company. Address Box M-67 American Lumber- 
man, Inc. 





BOOKKEEPER 

Have preference for distribution yard, whole- 

sale or some manufacturing. Consider any 

vacancy. Familiar lumber terms. Do not use 

shorthand. Been self employed some time, 

eae otherwise. Middle ‘4 Address Box 
- ri b nec. 





Young retail lumberman desires position with 
private firm, which would lead to ownership 
ef business. Address Box M-57 American Lum- 
berman, Inc. 


Millwork salesman and estimator. Thorough! 
e rienced both dealer and jobber level. 
Will relocate. Best references. Address Box 
No. M-58 American Lumberman, Inc. 








Bales Position Wanted 
College aduate, early 30's, 10 years ex- 
perience millwork manufacture and sales, 
presently qpeeee in selling carload lumber 
and related items for Chicago wholesaler in- 
terested in making new sales connection with 
reliable wholesale lumber or millwork firm. 
Good following with No. Illinois and Michigan 
retail lumber gg Address Box -59 
oA, hb ic. 








SALES REPRESENTATIVES 
WANTED 


MANUFACTURER'S AGENT 


to handle line of nationally advertised putties., 

glazing and lking compounds. Several ex- 

cellent territories anee Inquire Box J-48 
ri b inc. 











Manulacturers Representatives calling on lum- 

ber and building products wholesalers and 

retailers will benefit by sending in their names 

for inclusion in our list of Manufacturers 

Agents. Address ad Bervice Dept.. 
oi, hk ine. 





Manufacturers representatives who are well 
acquainted with wholesalers, distributors or 
jobbers are offered a rare opportunity to be- 
come associated with the world’s largest 
manufacturer of shower doors and tub en- 
closures. These products are nationally ad- 
vertised in major gazi and 
trade journals. Exclusive territories, Write fully 
about yourself, Straight commission plus 
monthly bonus. Address Box M-65 Ameri- 
can Lumberman, Inc. 


MANUFACTURER'S REPRESENTATIVE 


With established following among lumber 
ards, builders’ supplies, kitchen dealers. 
uilders and contractors to handle a revolu- 
tionary, quality kitchen cabinet line. Excellent 
territories open. Address Box M-27 American 
Lumberman, Inc. 





Manufacturer's Representatives with estab- 
lished trade among retail lumber companies. 
building supply firms, etc., to represent lead- 
ing manufacturer of interior shutters, louver 
doors, and allied products. State territory, all 
pertinent deteils. 


DECOR OF GRAND RAPIDS, INC 


1555 Eastern Ave., SE 
Grand Rapids, Michigan 


COMMISSION SALES REPRESENTATIVES 
WANTED 


for a lew choice protected territories to cover 
lumber. building material and hardware trade 
for old established door lock manufacturer. 
Mention territory covered and lines carried. 
Bex M46 Ameri Lamb , Ime, 
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SALES REPRESENTATIVES 
WANTED 





Manufacturers representatives who are well 
acquainted with wholesalers, distributors or 
jobbers are offered a rare opportunity to be- 
come associated with the world’s largest 
manufacturer of aluminum sliding glass wall 
doors. These products are nationally adver- 
tised in major consumers magazines and 
trade journals. Exclusive territories. Write 
fully about yourself. Straight commission plus 
monthly bonus. Address Box No. M-66 Ameri 
can Lumberman, Inc. 


Manufacturer of Corner-Bead for drywall con- 
struction and other related items is seeking 
representation in most states. Direct inquiries 
to WIDIN METAL GOODS COMPANY. Gar 
wood, New Jersey. 





BUSINESSES WANTED 





ANY BUSINESS 
Industrial Manufacturing 
Wholesale or Retail 

We have clients interested in bonafide profit- 
able establishments doing large volume busi- 
ness. Must stand rigid investigation. Write er 
call: 

SPECIAL SERVICE DIVISION 

CREDIT CLEARANCE BUREAU 


250 W. 57th St.. New York, N. Y. PL 7-3190 
Member U.S. Chamber of Commerce 





LUMBER & DIMENSION WANTED 





Kiln sticks of Oak. Cypress or Mahogany, any 
length. Gaiennie Lumber, Box 1774, Shreve- 
port, La. 


BUSINESSES FOR SALE 








FOR SALE 

Lumber yard, west central Indiana, 12 miles 
from booming Lafevette. Building Materials 
in 4 separate buildings with 3 extra lots, 
Railroad Siding. 2 story equipped mill. Price, 
including real estate. eauinment, $20,000.90; 
inventory approximately $35.01 10. Gross sales 
$75.000.0 could be substantially increased. 
Onltv yard in town with larae form area. 
Mulberry Lumber Company. Inc., Mulberry, 
Indiana. 


For Sale: Lumber end Building Sunnly. Herd- 
ware and Paint Business, established 1901, 
Owners retiring. Located on ratlroed and main 
highway in western Pennsylveria, farming 
and expanding steel industry district, low tex, 
large parkina enerce. Average annual sales 
past 5 years $79,000. Can be increvsed. Real 
extnte and buildings, some rew. Six trucks, 
mill machinery. Priced to sell. Terms to re- 
sponsible persons. Address Box M-48 Ameri- 
can Lumberman, Inc. 

Northern Indiena-retail lumber. cocl, paint, 
hardwere yard with new modern showroom 
and office. On h'ahwev in farm and lake area. 
Requires $25,000 | far inventory end reat 
estate. Volume $85.000.°0. Address Box M-28 
American Lumberman, Inc. 


FOR SALE 
Yerd in eastern Nebraska town, located in 
rich farming community. Comparetively «mall 
investment will hordi«. Owner wishes to re- 
tire. Address Box M-47 American Lumberman. 
Inc. 


The most outstanding yard in seuthweet t« for 
sale due to owner's retirement. Citw of 300.990 
Established business, mostly wholescie. Sell 
or leate equipment and improvements to re- 
sponsible rurchecer. Inventory at market— 
no honus. Exceptional opportunity, Reply Box 
M-50 American Lumberman, Inc. 


CALIFORN'* T''MRER YARDS 
FOR SALE 


Advise amount you wish to invest; also see 
our ad in previou« issues. 

Twohy Lumber Co., Licensed lumber yard 
brokers for over 40 vears. 714 W. Olympic 
Bivd., Los Angeles 15. 


Bur_LDING Propucts MERCHANDISER 


BUSINESSES FOR SALE 


MISCELLANEOUS FOR SALE 





CHICAGO LUMBER YARD FOR SALE 


LOCATION—North Side, Chicago. Street and 
hicago River frontage. 


AREA—235,000 square feet. 


BUILDING—Brick office and qarage. Wood 
eds for | millicn feet of lumber. 


PLANING MILL—Brick: electric power: auto- 
matic sprinkler system, 
Equipment—Band saw and 
carriage, Timber sizer 
Matcher, Planer, Resaw. 
Moulder, C.C. and Rip Saws 
Piling Machinery. 


YARD EQUIPMENT—Delivery trucks, Lift 
trucks, Carriers, Loading 
trucks, Derrick. 


INVENTORY—About | million feet of lumber 
plus plywood and merchandise. 


REASON FOR SELLING—Liquidating the busi 


ness. 
For further information address: 


Box M-62 American Lumberman, Ine 


Retail lumber yard. northern Indiana location 
in good farming. lake resort area. Good bui'd- 
ings, railroad siding. Can he purchased with 
or without inventory. Buildinas can alen be 
used for box or frame assembly olant. Write 
Box M-63 American Lumberman, Inc. 
California lumber and building material ward. 
iving community. Attractive store. Exten- 
sive storage. H'way frontage. Convenlent 
spur. Bargain. Closed due owner's health. 
Write 9275 So. Union, Bakersfield, California. 


RETA. LUMBER AND FUILDING SUPPLY 
BI'SINESS. Located in Southern Ohio, on rv'il 
siding two blocks from center of town. Will 
sell modern store buildings and cheds, fenced 
yard. clean inventory, franchis+d4 ees. trucks, 
machinery and aood will for $30 000.00. Ideal 
svot for husband and wife or father and son. 
Reason for sale—decth in family. Address Box 
M-64 American Lumberman, Inc. 


Retail Hdwe, & Bidg. Supplies business, lo- 
cated in Mis. of Southern New Mexico. Fast 
growing community, ideal climete. Mentioned 
in March 5 issue of this magazine. 860,000.00 
will handle. Excellent business. Hevtih reason 
a — Address Bonnell's, Box 1640, Ruidoso 





BUSINESS OPPORTUNITIES 





Would like to contact Millwork Concern in 
terested in Architectural millwork for Schools. 
Hospitals, etc., especially cabinet work. Ad 
dreas Box M-26 American Lumberman. Inc. 


Lumber, Hardware, Building Supplier—near 
Prosperons county seat town east Central 
Minols. Stock at inventory—lease buildings 
Excellent opnortunity for exverierced nersnn 
to get started with reasonable evtiery. Or will 
consider experienced and qualified meneqer 
to sublerse end operate on nrnfit sharing 
basis and affiliate with other interests doing 
business at farm trade center, Address Box 
M-60 American Lumberman. Inc. 


Managing partner with moderate capital 
needed for wholesale distribution yard located 
western United States fast growird area 
Handle all species and direct +h'nments. 
Inquiries confidential. Address Box M-61 Amer 
ican Lumberman, Inc. 


WANTED — RAILS 








RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
$6.00 each. 
M, K. FRANK 


480 Lexington Ave., New York 17. N.Y. 
401 Park Bidg.. Pittsburah 22. Pa. 
105 Lake Street, Rene. Nevada 


CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis. Mina. 





LUMBER & DIMENSION 
FOR SALE 





Kila Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 
Also 
Extension Ladder: Rails 
Mouldings Cut Door Btock 
Millwork Blanks Step-Ladder Stock 
Inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene. Oregon 


Phone 6.253! TWX £G-048.U 


FOR SALE—Peeled Northern White ceder posts 
and poles. Pine lumber S48 and DET. Will 
deliver by truck ff desired. A. M. Rhoda 
Yard, Bemidji, Minnesota. 


For Sale, one car. 4/4 #1Common. Ash. Ap 
palachian Stock, 828 to standard thickness. 

Send us your requirements for all kinds of 
Sott Textured Anvalachian Mountain Lumber. 
Address Box M-51 American Lumberman, Inc 





USED MACHINERY FOR SALE 





FOR SALE 


We will be receiving new equipment from 
Roses and can offer for «ale and immediate 
delivery one Model I°f Rose lift truck at 
$4,175. Hvdraulie «ide shift carriage 64". Op- 
erator’s quard. 72° forks con be cult down te 
any desired width. Lift heiaht 28°. Ross will 
cut down towers if a lower height t« reculred 
for clearance. on the 28 pletone. Also avail 
able: Ore Ross Model #6 with 16° tower, fork 
length 42° standard with 69” extension. hy- 
draulic steering, overater’s auard and heavy 
counterweights. Price 83.650 f.o.b, Chicage 


HUSS LUMBER COMPANY 
1999 W. Fullerton 
Chicago 14, Ill. 


FOR SALE 
MERRY GO ROUND 


Filer & Stowell type desiqn, 1951, All steel 
package unit with complete sets of gear mo- 
tors and all air lifte on transfer rolls, chaina 
and drives, 24” infeed rolls, ®” outleed. In- 
feed & outfeed each 44 long. @ overall, Can 
handle 75.000 feet per dav for remanuirctur 
ing of cants. Is being weed for sawing Cleers 
inte vertical grain Fir, Spruce, Cedar, ete., for 
minesweeper program. 

Furetient for making «ding strips in VG for 
Redwood or Cedar mill. also manutarturina 
auch tems as ladder stock, nole stock ond 
spor and mast arades, etc. Con be seen in 
operation. Write for bluepriv'!. Price $10,750.00 
net, f.0.b. cars Chicago, without resew. 


Huse Lumber Compeny 
1350 W. Fullerton Ave. Chicage 14, Minots 


For Sale: | New Lewseon Automatic Stecter 
Haves Pros, Flooring Ce., P. O. Box 184, Calleo 
Rock, Arkansas. 


FOR SATE 
HI SFEED SASH CLAMP 


Can be weed on sash, frames. metal windows 
furniture frames, any job reaqu'ring eneed end 
ercurvey, A'moct brand new Bieck Bros. No 
2°O High Speed Pneurrtic Sash and Frame 
Clamp. Excellent condition. 


BIG FOR LUMBER COMPANY 
7555 Bessemer Avenue 
Cleveland 27, Ohie 











You sell from sample — we ro 
ee MANUFACTURERS’ AGENTS! 


Overhead garage door hardware manufac- 
turer announces new policy! Excellent territories 
are now open for qualified agents. Apply only 
if you call on wholesale lumber and hardware 
outlets. 


bet thle comsmmerwented tem Oilng you . We are an old-line, long-established leader 
added business, without added inventory. in our field. Send all qualifications in your first 
Just toke your customers’ orders from sample letter. We will reply promptly and fully to all 


—you'll get your shipments promptiy—and legitimate inquiries. 
guaranteed satisfactory . Shutters come in 


all Standard Sizes for Windows and Doors Glide-In Manufacturing Corp. 


Write for details of simple plan 


MERRICK SHUTTERS °.0. to: 210, merrick, w.¥. 1147 N. 10th St., San Jose, Calif. 























Civele No. 50 on Coupon page 66, Cirele Ne, 51 on C oupon, page 66, 


BALANCE SPRINGS, ALIFORNI 


matched to the weight of your door | : SUGAR & WESTERN 
} Complete hardware sets for any size . PINE AGENCY, INC. 


overhead type door. All parts rolled, 1 MONTGOMERY ST. 


stamped and formed in our own plant, SAN FRANCISCO, CALIFORNIA 
Fully protected against corrosion with 
electro-zinc-chromate 








“G: 1} Sugar Pine—Ponderosa Pine 
rioGe Co/den” HARDWARE White Fir—Douglas Fir—Cedar. 


POWE tele -nthgedel Kiln Dried Pine & Fir 











for information write —POWER DOOR CO., Dept. AL 





Civele Ne. 52 on Coupon, poge 66. 66. Cirele No. 53 on Coupon, page 66 


¥ 


keep informed on “WHAT'S NEW!” 


FOR INFORMATION ON [me ees V8 "1 13 45 17 
. a1 92 23 94 95 86 87 98 " 3 35 37 
Advertised Products 41 42 43 44 45 46 47 48 1 53 55 37 
61 68 63 64 65 66 67 68 " n 15 n 
81 82 83 64 85 86 87 88 91 7) 95 97 

401 102 103 104 105 106 107 108 109 110 141 192 113 194 145 196 197 198 119 120 

421 199 123 124 195 196 197 198 199 130 431 132 133 134 135 136 137 138 139 140 

441 14% 143 144 145 146 147 148 149 150 151 152 153 154 155 156 157 158 159 160 

461 168 163 164 165 166 167 168 169 170 171 172 173 174 175 176 177 178 179 180 


7 9 9 
FOR INFORMATION ON 181 182 183 184 185 186 167 188 189 190 191 192 193 194 195 196 197 198 199 200 


ul / ai 
What s New Items 201 202 203 204 205 206 207 208 209 210 211 212 213 214 215 216 217 218 219 220 
221 222 293 224 225 226 227 228 229 230 231 232 233 234 235 236 237 238 239 240 
241 242 243 244 245 246 247 248 249 250 251 252 253 254 255 256 257 258 259 260 
261 262 263 264 265 266 267 268 269 270 271 272 273 274 275 276 277 278 279 280 
261 202 283 284 265 286 287 288 289 290 291 292 293 294 295 296 297 298 299 300 


Nome 
(Pleese Print) 








c 





City 
Mail to American Lumbermon & Bu:ldirg Products Merchord «+ 139 N Clark St, Cheogo 2 ii. 
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merchandi 
other a list of opt 
basic package consists 
er display which measures 13 x x 
4” and contains 60 do-it-yourself 
plans. Also included are ad mats, dis 
play ideas, radio commercials and 
dealer sales guide Merchandising 
Dept , Douglas Fir Plywood Asso 
ciation, Dept. AL, 1119 “A” St., Ta 
coma 2, Wash 
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Plastic Fence 


A new design with sectional joiners 
and corner locks, plus how-to-use-it 
tags and an effective “talking” ship 
ping-display carton has been deve! 
oped by the manufacturer for it 
plastic garden and lawn fence. Color 
ful tags picture and describe the many 
uses. The manufacturer’s 
shipper converts quickly into an island 
or table display. Directions are in 
cluded for use of the product to at 
tract buyer Akay Corp., Dept. Al 
4034 North Kolmar Ave., Chicago 41 
Il. 
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Serve Yourself Display 


A unique bolt and nut serve your 
self tray, designed to provide maxi 
mum flexibility in displaying 
variety of bolts and 


a wide 


plated nuts, ij 


“talking” 


unit of the new dis 
tray. The 
gondolas 
all-stee! 
metal 


available. Basic 
play consists of a metal 
tray fits standard islands, 
and wall counters, It of 
construction with adjustable 
dividers and is arranged in three 
tiers, with prominent product and 
price tag in front of each tier 
The merchandising unit can uti 
lized to display as many as 33 different 
The display may be ordered 
with or without stock. Lamson & 
Sessions Co., Dept. AL, 1971 W, 85th 
Cleveland, Ohio 
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Two Counter Cartons 


Individual display for multiple sam 
ples of Marlite plastic-finished panel 
ing achieved in two new counter 
cartons offered by Marsh Wall Prod 
ucts. The 3” x 6” samples, after being 
removed from the carton, are stood on 
end and held in die-cut holes in the 
top of the carton. The holes are 
angled and saw-tooth-edged so as to 
every sample panel. One of 
the two cartons designed for 
tongue-and-groove planks and blocks 
and the other for large-sheet paneling 
Each displays a full 
and patterns; 16 samples in one car 
ton, 20 in the other Marsh Wall 
Products, Ine., Dept. AL, Dover, Ohio 
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selection of colors 
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Sell More Hand Tools 


A careful study of sales records has 
disclosed which hand tools sell best 
Any easy-to-take inventory has been 
devised for dealer use, also a special 
store fixture for displaying hand tools 
Read about this new development on 
page 438. 





16 NEW SHOWROOMS FOR MERCHANDISING | 
BUILOING MATERIALS 

Reprinted from American Lumberman $1.00 
This booklet offers many new plans and ideas to 
help you build or remede!l your shewreem fer 


m of outmoded sthewreoems You ' 
dozens of suggestions covering such subjects as dis 
play, lighting, self-service and store layout 
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Push Button Spotnailer 


The new Model M pneumatic at- 
tachment for standard mallet-drive 
Spotnailers adds to the speed and con- 
venience of automatic nailing, it is 
said. Now a one-hand operation, the 
air-drive Spotnailer is claimed to be 
particularly useful for applying hard- 
board or plywood paneling, sidewall 
sheathing, lath and other materials 
that require holding in position while 
nailing. The Model M employs a new 
high-velocity principle, explosive in 
its force, capable of driving a large 
variety of fasteners including heavy 
gauge staples and sash pins up to 
1%” in length, it is said. A conven- 
iently located push button is triggered 
by a touch of the thumb. This new 
machine lends itself to inexpensive 
mounting in multiples for “gang- 
nailing.” Its magazines hold as many 
as 200 fasteners. Spotnails, Inc., Dept. 
Al,, Evanston 20, Ill 
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Helco-matic Batchmaster 


weigh batching sys 
tem that will work in conjunction 
with IBM’s punch card system is 
announced, Called the Helco-matic 
Batchmaster, it unites for the first 
time the speed and accuracy of elec- 
tronics with commercially acceptable 
weighing units, it is said. The new 
unit is housed in a compact console, no 
larger than a standard filing cabinet. 
Through the use of IBM punch cards, 
the unit automatically selects and 
weighs out the precise amount of any 
number of materials, A moisture com- 
pensating feature enables the Helco- 
matic to eliminate the problem of 
compensating for moisture by weight. 


An electronic 


68 


Pushbuttons for all controls are pro- 
vided for manual batching of indi- 
vidual materials. The Heltzel Steel 
Form & Iron Co., Dept. AL, Warren, 


Ohio. 
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Hyster Lift Trucks 


Car loading of lumber with a fork 
lift truck working inside the rail car 
is reported by Hyster Co. A compact 
4,000 pound Hyster Lift truck is 
transported “piggy-back” into the car 
via a lift from a Hyster 15,000 pound 
capacity truck. The unit loads of lum- 
ber are transported to the car by the 
larger truck, transferred to the arms 
of the waiting 4,000 pound unit and 
rapidly stacked inside. The operation 
described is that of Western Studs, 
Arcata, Calif., and is discussed in 
Field Report No. 33 available from 
the manufacturer. Hyster Co., Dept. 
AL, 2902 N. E. Clackamas St., Port 
land 8, Ore. 
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Mechanical Wall Lifter 


This mechanical wall lifter is said 
to greatly facilitate the practice of 
fabricating the walls of buildings in 
a horizontal position. Especially de- 
signed for this purpose, the wall jack 
may be set up ready for use in less 
than five minutes, it is said. The cable 
anchor is attached to the top plate 
by temporary (double-headed) nail- 
ing. This anchor mounts two rollers 
which follow upward along a track 
formed in the gin pole. The anchor 
also carries a spring actuated safety 
dog which engages fixed stations built 
into the gin pole, permitting the wall 
to be lifted. Marvin W. Coleman, 
Dept. AL, 4140 Syracuse, Dearborn, 
Mich. 
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Office Safes. An illuetrated 20- 

brochure, entitled “What Every 

ber Dealer Should Know About Office 
Safes,” outlines the need for record 
protection. Seventy-five percent of the 
office safes in use today are obsolete, 
the booklet points out. It warns that 
outmoded safes are dangerous poten- 
tial incinerators. To collect fully on 
fire insurance, proof of loss must be 
given, the booklet notes, and quotes 
statistics showing that four out of 
every 10 firms which lose their rec- 
ords because of fire go out of business. 
In addition to tips on record protec- 
tion, the brochure outlines correct pro- 
cedures for cash protection. Copies 
may be obtained without charge by 
writing Mosler Safe Co., ~— AL, 
320 Fifth Ave., New York ae ms 
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Sprayers and Tools. An eight-page 
catalog (No. 56) describes all BVI 
products. Items featured include sev- 
eral modeis of electric sprayers; a 
sprayer kit; wood-and-metal-cutting 
Tote-Saw; Vibro-Tool; portable belt 
sander; electric knife; tool kit. Lib- 
erally illustrated, it shows many sug- 
gested applications. Burgess Vibro- 
crafters, Inc., Dept. AL, Grayslake, 
Ill. 
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West Coast Grade Guide. A four- 
page grade guide covering Douglas 
fir, West Coast hemlock, Western red 
cedar and Sitka spruce is available in 
quantity, without charge. West Coast 
Lumbermen’s Assn., Dept. AL, 1410 
S. W. Morrison St., Portland 5, Ore. 
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Bolta-Wall Material. Leaflet (No. 
206-A) supplies detailed information 
on Bolta-Wall vinyl wall covering. It 
contains the architect’s specifications 
and a list of physical characteristics 
of the Bolta-Wall material as well as 
pictures of actual installations. The 
leaflet also discusses application of 
the material and how it can be used 
in creating special decorator effects. 
Explained are ease of maintenance, 
fire-retardance, color permanence, etc. 
The General Tire & Rubber Co., Bolta 
Products Div., Dept. AL, 70 Garden 
St., Lawrence, Mass. 
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Cabinets & Lighting Fixtures. A 
12-page, full-color cata salen (No. 3000) 
illustrates and describes the latest de- 
signs available in Packard bathroom 
cabinets and Winfield lighting fix- 
tures. Liberally illustrated, the cata- 
log gives detailed specifications and 
suggested applications for the manu- 
facturer’s custom group, de luxe 
group and homemaker group of Pack- 
ard bathroom cabinets. Also contained 
are illustrations of installations, to- 
ether with details on Winfield’s 
eauty-Lite, Lustre Lite, Angle Lite 
and Sheraton lighting fixtures. Win- 
ton Manufacturing Co., Dept. AL 
5001 N. Wolcott Ave., Chicago 40, mi. 
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Your customers will find a hundred uses for 





new MILCOR seamiess Valley 


It's a sure bet to build profitable volume! 


Roofers and sheet metal contractors like Milcor 
Seamless Valley because they can use every foot of it 
for job and shop needs. There is nothing wasted 
only the amount needed is cut off, the rest of the 
roll is kept clean for future use 

Milcor Seamless Valley comes in 50 foot rolls, in 
widths from 4” to 20”. It’s easy to stock, easy to handle. 


Available in 28 and 29 gauge Ti-Co galvanized steel 


For prices, contact your jobber or our nearest branch. 
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EASY EASY TO 


TO HANDLE! WAREHOUSE! MirtcoR’ 
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NO STACKING A WIDTH Va/ley 





PROBLEM! FOR EVERY NEED! 


INLAND STEEL PRODUCTS COMPANY 
DEPT DBD. 4029 WEST BURPNHAM STREET . MILWAUKEE 1 WISCONSIN 


KANGA ve 
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